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J Not his callege yell. 


» » » but it isn't too soon to begin thinking 












4 about his Alma Mater now. 
: The years pass quickly. Kindergarten, 
at the School — and then College. 
~ An Educational Policy in The Travelers 
pie will guarantee his college education at 
tations. | reasonable cost. 
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THIS IS THE NEW PLAN FOR 


Retirement 


x 


HE new RETIREMENT ENDOWMENT POLICY com- 

bines attractive features of an endowment and an 
instalment refund annuity. At age sixty-five it pro- 
vides, for each $1,000 of face amount, a Cash Option 
of $1,490 or a Monthly Life Income of ten dollars, with 
149 instalments certainly payable. In event of death 
prior to maturity the entire face of the contract or the 
cash value, whichever is greater, will be paid. The 
Mutual Benefit’s unique disability coverage is available 
in a supplementary contract. The policy is issued on 
male lives between the ages of ten and fifty-five. 
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The MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 
Newark, New Jersey 















EIGHTY-FIVE YEARS 


First Policy Issued May 25, 1847 


jr when we build let us 
Let it not be for 
present delight, nor for present use alone. 


think that we build forever. 


Let it be such work as our descendants will 
thank us for, and let us think, as we lay stone 
on stone, that a time is to come when those 
stones will be held sacred because our hands 
have touched them, and that men will say as 
they look upon the labor and the wrought 
substance of them, ‘“‘See, this our fathers 
did for us.” 

—John Ruskin 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


Independence Square Philadelphia 











The Road Ahead 


The success ahead of a life insurance 
salesman depends upon five definite 


| things— 
1. Himself 
2. His field 
. 3. His policy contracts 
; 4. His contract 
. 5. His company 


All of these are equally important. If all are 

















good, success can be predetermined. 


To the man who possesses the right quali- 
fications, we will supply the other requisites of 
the right field, the right policies, the right con- 
tract, with the right Company. 










@For information address: 
A. R. Perkins, Agency Manager 


JULIAN PRICE, President 


Greensboro, North Carolina 





JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 











Net Results in 1931— 





An Increase in Insurance in 
Force equivalent to 20% of 
1931’s paid production— 


An Increase in Assets of 


07 
(ow 

An Increase in Surplus of 
11%— 


Interest earnings on invested 
assets—5.71%. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 
NEW YORK CITY 


50 UNION SQUARE 
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SERVICE 
to Field Men and 
the Public 


The constant aim of the 
Missouri State Life is the per- 
fection of its service to field 
men and the public. A system 
of Branch Offices in important 
centers, in addition to General 
Agencies, gives direct and 
prompt service to clients and 
representatives in the entire 
territory covered. 


Through its multiple line of 
Life—Accident and Health— 
Group—and Salary Savings 
—it offers representatives an 
exceptional opportunity to 
multiply the results of their 
daily work and thereby multi- 
ply their income. 








A Good Company to Represent 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Home Office, St. Louis 


Operating in 40 States, the District of 
Columbia and the Territory of Hawaii 

















A Complete 
Field System 








i, 
FOR THE PUBLIC 


—low non-par rates, com- 
plete line of policies includ- 
ing Juvenile and sub-stand- 
ard, Double Indemnity and 
Total Disability. 


2 


FOR GENERAL 
AGENTS 


—liberal contracts backed 
by complete information, 
materials and assistance in 


Agency building. 


Jd. 
FOR AGENTS 


—liberal contracts plus 
everything needed for field 
success: Acondensed train- 
ing plan, a fool-proof Sales 
Kit; Agency Meetings, in- 
dividual counsel and assis- 
tance. 








SUCCESSFUL men looking for a 
PERMANENT agency connection in 
Ohio, Michigan, Illinois or Indiana are 
invited to communicate with Frank 
M. Hayes, Vice-President and Agency 


Director. 


THE FEDERAL RESERVE 


Life Insurance Company 
Kansas City, Kansas 
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Thirty-Sixth Year No. 21 


Talk on Problems 
in the Business 


W. T. Shepard of Lincoln Na- 
tional Explains Some Life 
Insurance Issues 


TOLERATION IS NEEDED 


Great System of Beneficence Is Stand- 
ing as a Tower of Strength 
in Storm 


Vice-President W. T. Shepard of the 
Lincoln National Life spoke this week 
before the Philadelphia Life Underwrit- 
ers Association, giving the mid-west 

. company viewpoint. He said the field 
is meeting varied and unceasingly per- 
plexing problems in selling and the 
home offices are being confronted with 
situations new and trying. The field 
may feel that the home office is tight- 
ening up unnecessarily and the home 
offices are inclined to believe that the 
field is not only submitting a poorer 
grade of business but is avoiding the 
solicitation of desirable business. Nei- 
ther, he said, is true, but both may be 
partially justified. 

Definite Problems 


Are Seen 


Mr. Shepard said that certain definite 

problems are forcibly brought to mind 
during the deflation period. General 
business is greatly disturbed and an in- 
creasing percentage of unsatisfactory 
business is forthcoming. He said sight 
must not be lost of the possibility that 
the increased difficulty experienced by 
the agents in obtaining business may 
well be a reason why they may uncon- 
sciously lower former standards. How- 
ever, people with impaired finances are 
more readily sold life insurance. They 
are more easily induced to appy for sub- 
stantial amounts to cover shrinkage in 
their estates. 
. Mr. Shepard said that in these days 
it is very difficult to obtain reliable in- 
formation with regard to one’s finances. 
People that have been in excellent shape 
in the past now see their estates and 
incomes materially reduced. Therefore, 
it the true financial situation were 
known, the amounts of insurance they 
are seeking would not be justified. 


Issues Are Confused 


_ The agent may not be able to get at 
te facts but they are brought out in 
the inspection. The company may try 
to protect itself by declining the appli- 
cation or cutting down the amount ap- 
Plied for and the agent feels there is 
No justification for this action. Then 
another company comes along which 
Pe a standard policy but bases its 
: son incomplete information. 
“uch action, of course, raises in the 
minds of agents considerable doubt as 
to what is going on. ° 


Aare 











Mr. Shepard said that it must be 
(CONTINUED ON PAGE 20) 
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Tennessee Action Confusing 





Petition Against Missouri State Seems to Emanate From 
Troubled Political Atmosphere—All Companies Are 
Solicitous, Since Licenses Have Been Held Back 





ST. LOUIS, May 19.—The Missouri 
supreme court has unanimously is- 
sued a permanent writ of prohibition 
against Circuit Judge Hall in the re- 
ceivership suit brought against the 
Missouri State Life by J. T. Duggan 
of St. Louis. 

The action of the high court com- 
pletely sustains the company and 
protects its officers and directors 
from the temporary receivers Judge 
Hall attempted to name March 29. 
The written opinion will be filed 
later. 

The decision kills the principal 
prop to the suit filed against the 
Missouri State in Tennessee by Com- 
missioner Reece, who was relying on 
the Duggan suit to justify his vicious 
attack on the Missouri company. 

Superintendent Thompson of Mis- 
souri said: “The decision safeguards 
domestic insurance companies against 
unjustified receivership.” 


In their arguments before the supreme 
court Fred English and Fred Williams 
of St. Louis, representing the Missouri 
State, contended that Judge Hall’s ac- 
tion was without parallel in the history 
of Missouri jurisprudence. They argued 
that the Missouri superintendent is 
given exclusive right to institute re- 
ceivership proceedings against a domes- 
tic life company. They pointed out that 
there was no basis for receivership ac- 
tion against the Missouri State which 
is a “going concern” and has met each 
and every legal obligation and policy- 
holder demand when due. 

John A. Hope argued in support of 
the contention of Judge Hall and Dug- 
gan that a stockholder has the right to 
file a receivership suit. 


Reason Behind Action 
in Tennessee Not Clear 


Commissioner Thompson addressed a 
letter to the officer of a Missouri bank 
the day that the newspapers carried a 
story from Nashville, telling of the re- 
ceivership suit filed against the company 
in that city by Commissioner Reece of 
Tennessee. 

“The real reason behind this action is 
not clear,” Mr. Thompson wrote. “The 
affairs of the Missouri State Life were 
most thoroughly investigated early this 
year by the insurance departments of 
Michigan, South Dakota, Oklahoma, 
Iowa, North Carolina, Arkansas, Texas, 
Minnesota and Wyoming upon invita- 
tion and in cooperation with the Mis- 
souri department. The best life insur- 
ance examiners in the country were 
used on this assignment and the ablest 
insurance commissioners were called 
into conference. They made some spe- 
cific recommendations to the board of 
directors and those recommendations 
were adopted and are now in effect. 

“The ablest examiners and commis- 
sioners of the country are convinced 
that the policyholders of the Missouri 
State Life are thoroughly protected and 
have no reason to be alarmed. 

“IT cannot imagine any process by 
which the action stated in Tennessee 
could be successful, but if that action 





should be maintained, it could not jeop- 
ardize the safety of policyholders. You 
will be thoroughly justified in reassur- 
ing any policyholders who may come to 
you for advice in regard to this matter.” 

Well informed critics say that those 
who prepared the Tennessee petition 
displayed great ignorance of the true 
condition of the Missouri State and in 
support of their petition have arbitrarily 
applied unfair deductions which if gen- 
erally used would wreck not only any 
life insurance company but any other 

(CONTINUED ON PAGE 10) 





Form Letters Sent Out 
By Reece Are Revealed 











The Tennessee bombardment of the 
Missouri State resulted in the revelation 
that some interesting letters went out in 
March over the signature of Commis- 
sioner Reece of Tennessee apparently to 
all companies operating in that state, 
letter No. 1 reading: 

“Receipt of your annual statement 
showing the financial condition and af- 
fairs of your company as of Dec. 31, 
1931, is acknowledged. 

“You are advised that your statement 
together with those of all insurance com- 
panies operating in this state will be 
carefully examined and analyzed by this 
department and such other investiga- 
tions made as may be deemed proper and 
necessary in order to determine whether 
or not the commissioner is justified un- 
der the Tennessee law in renewing your 
certificate of authority to continue to op- 
erate and to collect premiums. 

“Since it is probable that this exam- 
ination and investigation can not be 
completed by the expiration date of your 
present certificate of authority, April 1, 
1932, your present certificate of author- 
ity is temporarily extended, but only 
until this examination is completed. As 
soon as the investigation with reference 
to your company is completed, notice of 
the action thereon by this department 
will be given. 

“The commissioner feels that he owes 
a duty to the people of this state who 
are investing annually about $70,000,000 
in insurance premiums to see that they 
are adequately protected and that his in- 
vestigation be full and impartial as pro- 
vided by sections 6098-6100 of the 1932 
Tennessee code.” 

. ow 


Letter No. 2 that went to some com- 
panies: 

“Upon the information disclosed and 
the policy of this department under pres- 
ent conditions in the protection of the 
citizens of this state, it is doubtful if 
your certificate of authority in Tennes- 
see can be renewed. 

“If you would like to appear and show 
cause to the contrary, I shall be glad 
for a representative of your company to 
make appointment at a date mutually 
convenient to be heard.” 
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Warning Sounded 
Before Actuaries 


President Strong Sees Life Insur- 
ance Diverted from Its 
Original Purpose 


LOAN IDEA TOO STRONG 


Grafting of Virtual Demand Deposit Ac- 
count on Death Protection Carries 
Inherent Dangers 


A word of warning was sounded by 
Wendell M. Strong, actuary 
Mutual Life of New York, in his presi- 
dential address at the New York City 

the Actuarial 
He life insurance 
started for the protection of the bene- 
ficiary and that is the foundation upon 
which the business has been built, but 


associate 


meeting of Society of 


America. said was 


by custom and statute, something en- 
tirely different has been grafted on it— 
a system of cash surrender and loan 
values. These are almost, or quite, 
equal to the full reserve and can be ob- 
tained upon demand, he said. 

“Thus a life insurance policy has been 
changed from its original character of 
a death benefit to a combination of a 
death benefit and a kind of demand 
deposit account,” Mr. Strong said. “All 
companies are now suffering through a 
drain on their cash through loans and 
surrenders under this provision. 


Has Eye Toward Future 


“We cannot change the contracts that 
are now in force. There is no chance 
that we can return to the, in many ways, 
desirable situation of a death benefit 
only, giving the non-forfeiture values in 
insurance (either term or paid up) only 
and loans only to pay premiums. We 
can, however, consider whether it is not 
possible to make some improvement 
for the future, so that when the next de- 
pression occurs the handicap may not 
be so heavy.” 

Mr. Strong said both in good and 
bad times the potential demand for cash 
means that a life company should keep 
itself in position to meet an excessive 
demand for cash if it occurs, such as 
the long continued one of the present 
depression. This affects not only cash 
accounts but income and securities. A 
natural outgrowth is reduced investment 
earning power, for the holding of suf- 
ficient cash and securities most readily 
convertible into cash, generally high 
grade short-term securities on which the 
return is low, in order to meet emer- 
gency demands forces low return, and, 
he said, is a direct charge on the policy- 
holder. 

Seriously Affects Investments 


“The time element as to demand for 
cash enters in another way,” he said. 
“What we have just spoken of is the 
possibility of the demand heaping up at 
some period, thus requiring the main- 

(CONTINUED ON PAGE 20) 
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Actuarial Society Elects 
Thompson New President 





HOLD MEETING IN NEW YORK 





Other Officers and Council Members 
Selected at Gathering Distinguished 
by Fine Papers 





J. S. Thompson, vice-president and 
mathematician Mutual Benefit, was 
elected president of the Actuarial So- 
ciety of America at the annual meeting 
last week in New York City. ; 

Other new officers are: Vice-presi- 
dents, J. G. Parker, actuary Imperial 
Life Assurance, Toronto, and R. D. 
Murphy, vice-president Equitable of 
New York; secretary, J. B. MacLean, 
assistant actuary Mutual of New York; 
treasurer, E. W. Marshall, vice-presi- 
dent and actuary Provident Mutual, and 
editor, J. M. Laird, vice-president ‘Con- 
necticut General. 

Council Members Elected 


Four members were elected to the 
council, M. A. Linton, president Provi- 
dent Mutual; W. A. P. Wood, assistant 
general manager = actuary Canada 
Life of Toronto; E, E. Cammack, vice- 
president and actuary ‘Aetna, and H. H. 
Jackson, actuary National Life of Ver- 
mont. H. S. Beers, assistant actuary of 
the Aetna, was elected to fill the unex- 
pired term of Mr. Parker, who became 
vice-president. 

A number of 
delivered. 


valuable papers were 





New Company in Louisville 
May Salvage Inter-Southern 





LOUISVILLE, May 19.—A. B. Chan- 
dler, coreceiver for the Inter-Southern 
Life, states that the probabilities now 
are that a reorganization and rehabilita- 
tion plan will be attempted for the Inter- 
Southern through the instrumentality of 
a new company, which is in process of 
formation. The new company, he de- 
clared, would include some Louisville 
persons and capital. Although reinsur- 
ance proposals have been received from 
several companies, Mr. Chandler stated 
that a reinsurance program does not 
seem now to be the likely outcome. 

Mr. Chandler stated that plans for re- 
organization may be submitted to the 
Franklin county circuit court at Frank- 
fort, Ky., May 21. At that time, he 
said, it may be necessary to ask for a 
further continuance of the temporary 
receivership, but that the receivers 
would not ask for a permanent receiver. 


Discuss Bank Insurance Pensions 


NEW YORK, May 19.—Among other 
subjects slated for discussion at the an- 
nual conference of mutual savings insti- 
tutions here tomorrow will be the ex- 
perience of the Massachusetts savings 
bank life insurance and pension plans. 





Lighthouse Keeper Uses 
Radio to Stop Lapse 





George B. Francis, keeper of the 
lighthouse at Unimak Pass, off the 
southern corner of Alaska, re- 
cently called on the instrumental- 
ity of the radio to save a policy in 
the Union Central from lapse. 
For three months the surf had 
been too high for the monthly mail 
steamer to land its dinghy, and 
payment on the policy was due. 
The house was equipped with a 
radio transmitter and a message 
was sent to Portland that the 
— would come by the first 
mail. 

















Superintendent Hanson 
Is Threatened in Note 











SPRINGFIELD, ILL., May 19.— 
Agents of the postoffice division of the 
United States department of justice are 
endeavoring to uncover the identity of 
the writer of a letter, mailed at New- 
ton, Ill, to Harry W. Hanson, state 
superintendent of insurance, threatening 
him with death. The letter was received 
early last week, but was kept secret 
during the preliminary stages of the 
investigation. 

The letter consisted of a single sheet 
of paper, typewritten with the words, 
“We got Picco. You're next.” En- 
closed was a newspaper clipping with 
an account of the slaying of John M. 
Picco, Italian consular agent of this city, 
who, on a recent Saturday night, was 
shot and instantly killed. 


Prosecutes Assessment Outfits 


Superintendent Hanson is disposed 
to believe that the threat comes as a 
sequel to action taken by him during 
the last few months for the protection 
of policyholders of certain small assess- 
ment companies. 

“IT know of no reason why such a 
letter should have been sent to me, but 
it may have come from some person, 
because of legal action which may have 
been taken by the department. The de- 
partment of course, has been forced to 
act for the protection of policyholders 
in companies that have been embar- 
rassed by existing conditions and this 
may be the reason for the letter,” the 
superintendent said. 

This is not the first threat that Mr. 
Hanson has received and the head of 
one company whose license was can- 
celled by the department, and who was 
later indicted, is said to have threatened 
the superintendent's life some months 
ago, but no attempt was made to carry 
out the threat. 


New York Life Branches to 
Hold Meeting in Chicago 


The central department of the New 
York Life under R. E. Whitney, in- 
spector of agencies, including all the 
Chicago branches, is just closing its an- 
nual contest for qualifying for the regu- 
lar spring meeting which 7 * held at 
the Palmer House, May 25 . Mor- 
ton and C. J. O’Connell of a ‘agency 


service bureau of the home office will 
represent the company and address 
agents at the meeting. An attendance 


300 is expected. Mr. 
Whitney will preside. There will be an 
afternoon business session following 
luncheon. The contest which ran 
through February, March and April was 
won for the first division by the north- 
ern Illinois branch under Agency Di- 
rector E. A. Oltman, and for division 2 
by the stock exchange branch under 
Agency Director O. H. Menold. 


of approximately 


April Business Off 19 Percent 


NEW YORK, May 19.—New life in- 
surance written in April was 19.7 per- 
cent less than in April, 1931, the total 
being $822,990,000 against $1,024,539,000 
last year, according to the Life Presi- 
dents Association. New April ordinary 
totaled $521,208,000 against $690,529,000, 
a decrease of 24.5 percent. Industrial 
continues to gain with an .8 percent in- 
crease with a total of $236,898,000 
against $234,941,000 last year. Group 
insurance showed a decrease of 34.5 per- 
cent in April with a total of $64,884,000 
against $99,069,000. 

The aggregate volume for the first 
four months of 1932 showed a 9.4 per- 
cent decrease from 1931, totaling $3,489,- 
561,000 against $3,853,139,000 in 1931. 
New ordinary showed a 11.5 percent de- 
crease for the first four months, indus- 
trial a 2.4 percent increase and group a 


24.9 percent decrease. 





Statutory Regulation of 
Mutuals Now Unnecessary 


ACTUARY JACKSON’S PAPER 


National of Vermont Official Wins 
Rhodes Prize at New York Meeting 
of Actuarial Society 


Statutory regulation of mutual life 
companies scarcely is needed any more, 
H. H. Jackson, actuary National Life 
of Vermont, stated in a paper on “The 
Wisdom of Mutual Life Insurance’ at 
the New York City meeting of the Ac- 
tuarial Society of America last week. 
He said the business could maintain 
itself by self-regulatory processes. 

He did not urge that statutory regula- 
tion be abandoned. It has served and 
still serves a purpose, he said, but self- 
regulation has become more important 
than in the days of unrestricted compe- 
tition, and if all actuaries and company 
officers were as intelligent and altru- 
istic as a majority of them are, self- 
regulation could be depended upon en- 
tirely. 

Self-regulation Inherent 


There are inherent in the great body 
of mutual life insurance companies fac- 
tors analagous to the self-regulatory 
processes in the human body. The early 
crude attempts at dividend distribution 
have attained a point where reasonable 
fairness, simplicity and popularity are 
well established. Early methods of val- 
uation which failed to guarantee essen- 
tial stability of companies have been 
superseded and the granting of appro- 
priate non-forfeiture privileges on lapse 
or surrender has consistently developed 
in a way advantageous to policyholders 
in general. 

He reviewed the self-regulatory pro- 
cess in connection with expenses of the 
business, both home office and _ field, 
with some criticism of the commission 
schedule employed in ordinary depart- 
ments of American companies; in con- 
nection with selection of risks, and with 
the investment program. 

Mr. Jackson with this paper won the 
Rhodes prize of $100 for the best paper 
on the subject, “Actuarial Principles 
Underlying Mutual Life Insurance,” of- 
fered by a former president of the so- 
ciety. He also was honored by elec- 
tion as a member of the council. 

Mr. Jackson’s paper of 40 pages was 
devoted largely to technical points and 
actuarial principles. 

The prize was offered by 
President E. E. Rhodes. . 


former 


Research Bureau People Go 
on Tour in Distant Parts 


HARTFORD, May 19.—H. G. Ken- 
agy, assistant manager of the Life In- 
surance Sales Research Bureau, has re- 
turned from an extensive trip through 
the middlewestern states where he was 
engaged in a field investigation for the 
bureau. In Wichita, Kan., he addressed 
a joint meeting of the Advertising Club 
of Wichita, the Sales Managers Club, 
and the Wichita Association of Life Un- 
derwriters on Improving Results from 
Old Salesmen.” Mr. Kenagy also spoke 
at the advertising and marketing semi- 
nar of the University of Toledo on “The 
Place of the Salesman in Marketing.” 

J. M. Holcombe, manager of the bu- 
reau, and G. F. Davies of the bureau 
staff are now in Canada visiting mem- 
ber companies of the bureau, whose 
head offices are located in Toronto and 
Waterloo. They participated in the an- 
nual meeting of the Canadian Associ- 
ation of Life Agency Officers at Nia- 
gara Falls. The subject of Mr. Hol- 
combe’s talk was “New Objectives of 
the Agency Officer” and Mr. Davies 
spoke on “Methods for Controlling and 
Reducing Agency Department Ex- 
pense.” 








See 50 Percent Increase in 
June C. L. U. Examination; 


QUIZ CENTERS ESTABLISHED 
Aspirants for Degree Go Into Huddle a 
Selected Colleges and Univer- 
sities June 16-18 





Approximately 50 percent increase jy 
number of candidates for the C. L. U 
degree in the June examinations which 
will be held in many colleges and uni. 
versities throughout the country is ex. 
pected by the faculty of the Americay 
College of Life Underwriters. 

Registrations have not been closed, s 
there is difficulty in estimating with ar 
degree of accuracy, yet officials of the 
college believe that in spite of depressed 
business conditions, at least 700 or 79 
applicants will take the examinations. 

Procedure Is Explained 


As in the past, regional examinati 
centers have been established in various 
institutions of higher learning, selected 
with a view to making some point read- 
ily accessible to every candidate. 
soon as an application has been approved 
the applicant 1s asked to state his prefer- 
ences as to location of examination cen- 
ter. Several weeks prior to the exam- 
inations, an admission ticket will be sent 
to the approved applicant advising him 
where to report and indicating the parts 
for which he is eligible. 


The 1932 series of examinations will 
be held June 16-18, each examination 
four hours in length. Part I will be 


. to 1 p. m. and part II 
from 2 to 6 p. m. on the 16th, part III 
from 9 a. m. to 1 p. m. and part IV 
from 2 to 6 p. m. on the 17th, and part \ 
from 9 a. m. to 1 p. m. on the 18th. 

Examination centers are: University 
of California, San Francisco; University 
of Southern California, Los Angeles; 
George Washington University, Wash- 
ington, D. C.; University of Florida, 
Gainesville; Northwestern University, 
Chicago; Bradley Polytechnic Institute, 
Peoria, IIL; University of Baltimore; 
Boston University; University of Minne- 
sota, Minneapolis; Columbia University, 
New York City; U niversity of Roche 
ter, Rochester, N. Y.; Western Seca 
University, Cleveland, O.; University « 
Tulsa, Tulsa, Okla.; University of Penn- 
sylvania, Philadelphia; University of 
Pittsburgh, and University of Washing- 
ton, Seattle. 

Other Centers Selected 


held from 9 a. m 





Tentative arrangements for examina- 
tion centers are being made as well at 
the following institutions: Howard Col- 
lege, Birmingham, Ala.; University of 
Denver; Georgia School of Technology, 
Atlanta; Indiana University, Indianapo- 
lis; Drake University, Des Moines; 
Loyola University, New Orleans: De- 
troit University; Calvin College, Gran 
Rapids; Kansas City School of Law; 
Washington University, St. Louis: Syra- 
cuse University, Syracuse, N. \ 
University of Cincinnati; Oklahoma 


City University; University of Ore 
gon, Portland; Southern Metho¢- 
ist University, Dallas; Rice Institute, 


State College of Washington, 
of Wisconsin, 


Houston; 
Spokane, and University 


Madison. It is possible other centers 
will be established at a number of other 
points. 


Applications should be submitted ™ 
duplicate to the registrar of the Amer 
can college, A. M. Spalding, 393 Seven 
avenue, New York City. 


Detroit Directory Ready 


The 1932 edition of the Detroit In 
ance Telephone Directory, publis! ed | by 
THe NATIONAL Unperwriter, is off the 
press. Copies may be secured by wrt 
ing either the Detroit or Chicago offic’ 
of Tue NationaL Unverwaiter. Fot 
cents postage should be included wi 
the request. 
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New Technique Is 
Needed in Selling 


Galaxy of Speakers at New 
York State Sales 
Congress 


OLD MEN NEED TRAINING 


Past Sales Methods Not Effective in 
1932 Say Successful Pro- 
ducers and Educators 


BUFFALO, May 19.—These trying 
davs of 1932 demand a new technique in 
life insurance, but they offer 
reward to the conscientious 
worker. This was the thought brought 
to the New York State Life Underwrit- 
ers Association’s sales congress in Buf- 
last week, attended by more than 


selling 
abundant 


ialo 
1,500 underwriters. 

More than a dozen prominent speak- 
ers brought out the fact that selling 
methods of 1928 and 1929 will not help 
life insurance men to join the big pro- 
lists of 1932. 


ducers’ : . aa 
Clancy D. Connell, New York City, 
Provident Mutual general agent, was 


one of those who brought home this 
theme with unusual force. “Study of 
life insurance selling convinces me that 
the men who really need training in 
salesmanship today are those who have 
been engaged in the underwriting field 
for more than three years,” Mr. Connell 
said. 
New Methods Real Secret 

“These men in many cases are using 
the depression as an alibi for their fail- 
ure to sell insurance, whereas the real 
secret is found in their refusal to adopt 
the new methods which are essential in 
1932 selling,” he added. 

Mr. Connell urged the underwriters to 
spend not more than a third of their 
time on their old clientele. He empha- 
sized the need of pointing out to pros- 
pects that life insurance offers the ideal 
investment at the present time, with the 
price of every other security dropping to 
apparently bottomless lev els. 

“In 1928 and 1929 agents made money 
by waiting until they could see the 
executives,’ Mr. Connell said. 

“Today I find some of our most suc- 
cessful underwriters cultivating the night 
watchmen, the motormen and the jani- 
tors. Don’t overlook the great masses 
in your salesmanship,” he advised. 

W. L. Boyce, Syracuse general agent 
Equitable Life of New York, declared 
that the law of averages assures success 
for the man who will call on four pros- 
pects a day, or 24 every week. 


Relations All Prospects 


R. G. Engelsman, New York City 
general agent Penn Mutual Life, pro- 
duced a sample policy and told his audi- 
ence that every such document provided 
abundant opportunity for salesmanship. 
“Study the relationship information in 
these policies, then go to work on the 
brothers, the sisters, the ‘in laws’ and 
all the other relations,” Mr. Engelsman 
advised. “If you are giving the original 
policyholder the right kind of service 
you will be astonished at the results you 
can obtain from his or her relatives.” 

Leon Gilbert Simon, Equitable Life of 
New York, New York City, said con- 
structive discontent is a most valuable 
asset in creating a career for the under- 
writer. “The life underwriter who real- 
izes that he has shortcomings and then 
Strives earnestly to overcome them will 
boost his business steadily.” 

Ernest B. Houghton, Rochester, 
pointed out the necessity of selling poli- 








|B. & O. Counsel Inspires 


Faith in R. 


R. Securities 





CHARLESTON, W. VA., May 19.— 

“Institutions which hold railway securi- 
ties as investments and not for imme- 
diate speculation have little to fear. The 
railroads are not dead.” 

This was the conclusion of John J. 
Cornwell, general counsel for the Balti- 
more & Ohio railroad, in his address 
before the noonday gathering at the 
West Virginia life insurance sales con- 
gress here. 

After analyzing the unfavorable fac- 
tors in the railroad situation, Mr. Corn- 
well brought out the cheerful side. 

Economies which have not before 
been attempted have been brought about 
by railroad management, such as the 
closing of small, unnecessary stations 
and the discontinuance of unneeded 
train service which state commissions 
would not have authorized in normal 
times. These will be permanent econo- 
mies, he said. “Every bit of dead wood 
is being eliminated, every possible sav- 
ing effected.” 

Public Sympathy 


“In the meantime,” Mr. Cornwell 
added, “the people, awake to the situ- 
ation, are demanding public regulation 
of competitive transportation agencies 
and a fair deal for the railroads. That 
public demand will be answered affirma- 
tively, however slowly. With an im- 
provement in business and an increased 
volume of tonnage, these new economies 
will quickly be shown in net earnings 
and the roads should be on a firmer 
footing than ever before. 

“Those who think they see in gov- 
ernment loans to the railroads a sure 
sign of government ownership forget 
that when the government returned the 
dilapidated railroads to their owners 
after the world war, it was necessary 
for the government to lend them almost 


Insurance Counsel Demand 


Defeat of the Norris Bill 





The International Association of In- 
surance Counsel is calling upon its 
members to exert their influence against 
the Norris bill which would take away 








0 

cies of sufficient size to enable the buyer 
to have financial independence in old 
age. “Show your prospect that he needs 
$10,000 at 65 to avoid being a perhaps 
unwelcome dependent in his children’s 
home,” Mr. Houghton said. 

John A. Stevenson, vice-president 
Penn Mutual Life, spoke on the eco- 
nomics of selling. He said the salesman 
must have more “power” than the pros- 
pect in order to put over the deal he is 
seeking to conclude. 

Vash Young summarized the points 
which appear in his book, “A Fortune 
to Share.” 

Maurice S. Tabor, Buffalo, said the 
principal power of a seller of life in- 
surance lies in prepared prospecting. 

Brief discourses relating to handling 
of actual prospects were given by John 
L. Wood, National Cash Register Com- 
pany; Lloyd Patterson, New York; 
Clay W. Hamlin, Buffalo general agent 
Mutual Benefit, and Theodore M. Riehle, 
New York City general agent Equitable 
Life of New York. Recent legislation 
affecting life insurance was discussed by 
Julian S. Myrick, New York City, gen- 
eral agent Mutual Life of New York, 
and the legal phases of underwriting by 
Albert Hirst of the same city. 

At a business session all of the officers 
were reelected. They are George A. 
Kederick, New York, president; Frank 
H. Wenner, Utica, vice-president; and 
John G. Wintsch, Syracuse, secretary- 
treasurer. 


a billion dollars to get on their feet. 
Practically all of this was repaid, with 
interest at 6 percent, a good invest- 
ment for the government, as present 
loans will be. 

“The people of this country 
want, indeed they will not have, gov- 
ernment ownership. They see it fail- 
ing in Europe and a perplexing problem 
in Canada. 


More Cooperation Needed 


do not 


“What we do need is more sympa- 
thetic regulation and a better coopera- 
tion between the administrative agen- 
cies and the carriers, and the same kind 
of regulation by the Interstate Com- 
merce Commission of trucks, buses, air- 
planes and waterways as is administered 
to the railroads and the present emer- 
gency will hasten those things. 

“Your interest,” he continued, “is not 
so much in the railroads as in the rail- 


road securities which your companies 
hold. In the meantime, however, this 
must be borne in mind, that present 


market prices of railroad securities in 
no way reflect their real value. With 
the Railroad Credit Corporation stand- 
ing behind needy and worthy carriers, 
lending to them funds already received 
by the carriers from the emergency rate 
increases, to be used in the payment of 
fixed interest obligations; with the Re- 
construction Finance Corporation aid- 
ing the roads in meeting maturities; 
with the physical value of the railroads 
such as to amply protect the holders 
of bonds even against possible receiver- 
ships; and with the economies already 
accomplished, even were there no sub- 
stantial increases in business, something 
that is unthinkable, institutions which 
hold railway securities as investments 
and not for immediate speculation have 
little to fear.” 











jurisdiction of the federal courts of cases 
between citizens of different states. The 
bulletin is signed by President Edwin A. 
Jones. If the law is passed, some com- 
panies may withdraw from business in 
the various states. The present law at- 
tracts companies into some states, the 
bulletin states. The amendment may 
keep them out and may drive out those 
already there. 

“The fear of non-residents, individuals 
or corporations, in going into a state to 
do business where they would be looked 
upon as capitalistic comes from such 
legislation as that limiting terms of state 
judges, making them subject to popular 
election, prohibiting comment on evi- 
dence, allowing verdicts to be returned 
by less than the entire jury, the require- 
ment of submission to the jury of issues 
of fact which are supported by only a 
scintilla of evidence, requiring that cer- 
tain issues, such as contributory negli- 
gence, be submitted to the jury, making 
damage presumptive evidence of negli- 
gence, forbidding appellate courts to de- 
clare a statute unconstitutional except 
on the judgment of more than a major- 
ity of the bench, and hampering by stay 
laws and tender acts the execution of 
judgments, conflicting rulings in corpo- 
ration law, the recall of judges and the 
once abrogated recall of judicial deci- 
sions. 


Barnes Opens Claim Office 

R. C. Barnes has resigned after more 
than six years’ home office field and 
branch office work as claim adjuster for 
the Federal Life. He is located in the 
San Jacinto Trust building at Houston, 
Texas., and is giving his personal atten- 
tion to independent adjusting and in- 
vestigations for life, health and accident 
companies. He is regarded as an ex- 
perienced man and has an excellent 
reputation. 





Reserve Basis Is 
to Come Up Later 





Senator LaFollette Proposes an 
Amendment in the Pend- 
ing Tax Bill 


BACK TO FIRST ACTION 


Life Companies Are Greatly Interested 
in the Tax Measure Being 
Discussed 


WASHIN 


committee 


IGTON, D. C., May 19.— 
amendments to the 
insurance provisions of the tax bill, with 
the of those relating to re- 
serves and were approved 
by the Senate with but little 
debate. The reserve and deduction sec- 
because of the 
inter- 


Finance 


exception 
deductions, 
Tuesday 


tions were postponed 


temporary absence of senators 
ested in those matters. 

The the Senate not 
necessarily mean that nothing further 
will be done with these provisions of 
the bill, but writes into it the committee 
amendments, providing a basis for offer- 
ing further amendments from the floor 
later by any senator who may desire 
to secure changes. 


action of does 


LaFollette to Have Amendment 


When section is again 
up, the Senate will have before it an 
amendment offered by Senator LaFol- 
lette of Wisconsin providing that com- 
panies on an interest rate lower than 
4 percent shall have a reserve deduction 
of 334 percent instead of the actual re- 
serve rate as provided by the finance 
committee. This, it was declared by 
La Follette, would agree with the first 
action of the committee, which provided 
for either a 334 or 4 percent deduction. 

To meet an oversight in the printing 
of the committee provisions, the section 
relating to the rental value of real estate 
was amended to provide that the deduc- 
tion should be based on the ratio of the 
rental value of the space not occupied by 


the reserve 


a life company which it bears to the 
rental value of the entire property. The 
committee provision had omitted the 


ratio that of the 
the entire 


making the 
against 


word “not,” 
space occupied as 
rental value. 

By the action of the Senate the tax 
rate on insurance corporations is fixed 
at 14 percent, with no credit for com- 
panies with net income of $10,000 or 
less, as against the House rate of 13% 
percent with $1,000 exemption for com- 
panies having income not in excess of 
$10,000. 


Seek to Stop Trade Unions 
From Engaging in Insurance 


At the instance of W. A. Tarver, 
chairman Texas insurance commission- 
ers, Senator Morris Sheppard has intro- 
duced in the United States Senate a 
bill to amend the federal trade unions 
charter act to prohibit companies with 
these charters from engaging in the in- 
surance business. 


“This evil has been widespread in 
Texas,” Mr. Tarver said, “and as a re- 
sult of the action of the Texas insur- 
ance department, acting through the 


attorney general, 23 of the so-called na- 
tional companies which were writing in- 
surance in Texas in utter disregard of 
the Texas statutes.” 

Commissioner Tarver believes “the 
root of the evil should be gone after,” 
hence the bill as suggested by him has 
been introduced in the senate. 
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New York Life’s Radio 


Programs 


“Great Personalities of American History” 
May 24: 






A radio play or drama of episodes in the 
life of GENERAL ROBERT E. LEE, 
Virginian patriot and the military genius 
of the South in the war between the 
States. A great soldier and a great 
gentleman, General Lee has taken a high 
place in the list of heroes of American 
history. 
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The agents of all companies are invited te 
tune in on our programs every Tuesday 
evening on any of the following 
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Alfred Hurrell Makes 
Plea for the Railroads 





SAN FRANCISCO, May 19.—Alfred 
Hurrell, vice-president and general coun- 
sel of the Prudential, who spoke before 
the United States Chamber of Com- 
merce at its meeting here this week, said 
that the life companies are the leading 
members of the security owners group 
and the next in size and importance are 
the mutual savings banks. Then would 
come banks and trust companies, hos- 
pitals, universities, foundations, etc. Mr. 
Hurrell said that the political atmos- 
phere in some quarters is apparently be- 
coming affected with the idea that the 
ow nership of stock, if not exactly repre- 
hensible is somehow not quite orthodox. 
Many of these institutions and individ- 
uals are greatly alarmed over railway 
issues. Mr. Hurrell said that they have 
a direct financial stake in the railroads. 


Chief Owners of Railroad Bonds 


He said that the life companies hold 
approximately three billions of railroad 
bonds, the mutual savings banks $1,700,- 
000,000, or both together about 43 per- 
cent of all the outstanding railroad 
bonds. While a considerable investment 
was made by the life companies in 
what were originally high class railroad 
bonds, the proportion of such investment 
to the total assets is conservative. The 
average life policy excluding industrial 
insurance is $2,400. Therefore men of 
small means are much interested in rail- 
road investments. 

Mr. Hurrell said that the present pre- 
carious situation in which the railroads 
find themselves presents two questions. 
The first is, what is to be done presently 
to protect the investment already made 
in the obligations of the railroads? The 
other is, what is to be done to warrant 
any further investment in this type of 
security? 

Mr. Hurrell spoke about the loss of 
traffic. Even during years of prosperity 
statistics show that many roads failed 
to realize the fair return which they had 
the right to expect. He said that the 
security owner cannot escape the notion 





that somehow the national faith has not 
been kept. Viewing the subject im- 
partially, Mr. Hurrell said that the un- 
happy situation has resulted in a very 
large degree, not because of any con- 
scious bias of the governmental agency 
charged with the duty of regulation, but 
because of the terms of valuation re- 
quirements. He said either the govern- 
ment should take over the roads and 
operate them, paying the owners a rea- 
sonable value thereof, or should refrain 
from such interference with their opera- 
tion as to deprive efficient and economic 
management of the rewards which are 
naturally and justly due it. 


Big Deficit for This Year 


The present need of the moment, he 


said, is to prevent receivership. The 
forecasts for 1932 point to a deficit after 
charges of from over 80 to 100 million. 


In this emergency, he said, the 500,- 
000,000 policyholders and the 13,000,000 
depositors in savings banks recommend 
that the policy which the government 
has adopted of extending its credit to 
the railroads be continued and extended. 
Mr. Hurrell said that commercial motor 
carriers should pay a fair charge of cost 
and maintenance of road beds used in 
their business and should be under sim- 
ilar regulations as to rates and other 
conditions of service as those to which 
railroads are subjected. 

Mr. Hurrell said that unless steps are 
taken to correct the hopeless tangle 
railroad affairs are now in, the public 
must make up its mind to face the 
worst. The atmosphere, he said, at this 
moment is definitely set against the in- 
vestor. If the line ahead is not cleared 
then it is plain that other forms of in- 
vestment must claim the attention of 
the investor. Mr. Hurrell said Congress 
must help by remedial legislation. The 
Interstate Commerce Commission must 
help by dealing sympathetcally and un- 
derstandingly with the problems. The 
railroads must help by bending every 
energy toward economy and efficiency. 








A. B. Boshe will Serve His 
Time in the Penitentiary 





LITTLE ROCK, ARK., May 19.— 
With failure of the final effort of A. B. 
Banks, for many years one of Arkansas’ 
leading financiers, to escape a year’s im- 
prisonment on a charge of accepting 
deposits in a bank he knew to be in- 
solvent, it was announced by him at 
his home in Fordyce Monday that he 
will “submit humbly to the decision of 
the court” and that he will be ready to 
begin servng the sentence when com- 
mitment papers are issued. 

A motion, filed in the Arkansas su- 
preme court a month ago by attorneys 
for Mr. Banks asking for a rehearing of 
his appeal decided adversely April 4, 
was overruled Monday. 

Mr. Banks was president of the Amer- 
ican Exchange Trust Company, which 
closed Nov. 17, 1930, and of a chain of 
more than 40 banks in the state, most 
of which closed simultaneously with 
collapse of the Little Rock bank. He 
also was head of the Home Life, Home 
Fire and Home Accident which operated 
in Arkansas as well as several other 
southern states. 


Union Central Managers to Meet 


A central district regional meeting of 
Union Central Life managers will be 
held in Chicago May 25-26. Among 
those in attendance will be H. A. 
Zischke, Chicago manager; M. E. 
Schryver, Polo, Ill.; J. R. Edlund, Rock- 
ford, Ill.; Russell S. King, Indianapolis; 
R. T. Baker, Dayton, O.; F. A. Gordon, 
Peoria, IIll.; C. C. Weber, Springfield, Ill.; 





Offers Mortgagor Plan to 
Cut the Rate of Interest 


As an approach to the problem of 
“unfreezing” its mortgage loans, one of 
the middle western companies is offer- 
ing to reduce the interest rate by one- 
half of 1 percent on the remainder of 
the loan for every 10 percent of the 
mortgage that is retired by the mortga- 
gor. The plan has been in operation 
for a few weeks with “fair success, 
according to its originator. 

The opportunity to get a reduction 
in interest rate will not benefit the 
mortgagor who is barely able to keep 
up his interest payments, but the plan 
is designed to appeal to those who can 
raise some money. One of the impor- 
tant purposes of the plan is to increase 
equities in property. At the present 
time, one of the great problems © 
mortgagees is the disappearance of equ!- 
ties on the basis of the present market 
for real estate. When an owner finds 
that his equity has disappeared, his next 
reaction is likely to be a disinclination 
to “work” for the insurance company, 
bank or other mortgagee. According!y, 
the executive who conceived the idea of 
offering reduction in interest rate for 
prepayment, hopes that owners may be 
induced to increase their equities and 
continue to have a stake in the property. 


—<— 








Alford Gustafson, Louisville and W. T- 
Feely, Grand Rapids, Mich. Jerome 
Clark, superintendent of agencies, and 
Wendell Hanselman, assistant superin- 
tendent, will represent the home office. 
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State e Official 
Gives Interview 


Tennessee Commissioner Holding 
Back Licenses Subject to 
Analysis 


EXPLANATION IS GIVEN 


Declares He Is Following the Counsel 
of the Attorney General of 
the Commonwealth 


NASHVILLE, TENN., May 19.— 
Persistent rumors to the effect that all 
life companies doing business in Ten- 


nessee have been operating without 
proper certificate of license from the in- 
surance department for 1932 were 


branded as false by Commissioner Reece 
in an interview given out today. He 
stated that certain companies that did 
not want and that had sought to pre- 
vent a proper analysis of their state- 
ments being made had sought to mud- 
dle the atmosphere by circulating in- 
formation that no company certificates 
of license had been renewed for 1932. 

“All certificates have been issued in 
proper form,” said Mr. Reece, “but are 
being held in this office, subject to a 
completion of the analysis of their 
statements which is now being handled 
as rapidly as possible. Certificates have 
been extended temporarily, even to those 
companies that have tried to intimidate 
the commissioner and prevent an anal- 
ysis of their statements. These tem- 
porary extensions are, of course, pending 
and predicated upon a further and final 
investigation.” 

Commissioner Reece's Statement 


Mr. in detail fol- 
lows: 
“Under 


Reece’s statement 
Tennessee law, licenses run 
from April 1 to April 1, issued subject 
to a satisfactory analysis of their con- 
dition as shown by their financial state- 
ments filed anywhere between Jan. 1 
and March 1. The law specifically pro- 
vides that it is the duty of the insurance 
commissioner to protect the policyhold- 


ers of the state, and to this end, he 
must investigate fully and know cer- 
tainly the condition of each company 
applying for a license or renewal of 
same. 

Analysis Is Being Made 
“The persistent rumor to the effect 


that no life companies have been issued 
renewal licenses for 1932 is untrue. All 
licenses have been issued in accordance 
with regular procedure, but are being 
held in this office subject to a careful 
analysis of their respective statements. 
We have even temporarily extended the 
certificates of certain companies that 
have tried to intimidate the commis- 
sioner and prevent a proper analysis of 
their statements. Those which did not 
want and have tried to prevent a proper 
analysis have sought to muddle the at- 
mosphere by circulating reports that the 
commissioner of Tennessee had not re- 
newed the licenses of any life companies. 
The analysis is now going forward as 
rapidly as possible in this office. Under 
existing conditions closer scrutiny is 
necessary and greater time needed than 
under normal conditions. 


Provisions of Tennessee Law 


“Our Tennessee law provides that no 
life company can invest its reserves in 
the common stock of any corporation, 
especially of another insurance company, 
except in specific cases where the ap- 
Proval of the insurance commissioner, 


that 54 





3% on Something Better 
Than 6% on Nothing 








People are more interested today in 
3 percent on something than in 6 per- 
cent on nothing, W. L. Boyce, agency 
manager at Syracuse, N. Y. for the 
Equitable Life of New York, declared 
at the New York State sales congress 
at Buffalo. In 1929, he pointed out, men 
were absorbed in watching $1 go to 
$20. They were not thinking of se- 
curity and bought life insurance on a 
net cost basis, knowing that they would 
make their money elsewhere. Today 
the attitude has changed to a desire for 
security. People are more interested in 
the safe return of the original dollar in- 
vested with a modest interest than they 
are in seeing their dollars multiply and 
take wings. 

Evidence of this change in attitude is 
the great increase in postal savings pay- 
ing 2 percent, for instance. 

Life insurance, Mr. Boyce declared 
embodies all the points of good invest- 
ment, many of the best methods of dis- 
tribution and an unparalleled service. 

“What does the future hold for us?” 
he asked. “Exactly what we hold for 
the future,” he answered. “The fact 


percent of all the people in 





manz ager of the Cedar R apids Nae h. 


America are insured 
$843 making us the best insured coun- 
try in the world, should prove that the 
surface is barely scratched. A sufficient 
amount has been sold to create a desire 


for an average of 


for more. Just as the greatest life in- 
surance era followed the war, so will | 
life insurance again see the biggest | 
boom ever heard of.” 

People are not buying more life in- 
surance, he said, because they are not 





asked to buy and because agents have 
not trained themselves to be better 
salesmen. Because of the lack of calls, 
resistance has become greater. 

Life insurance has proved to be the 
only solution to the problems of those 
who die too soon, he said, or become 
disabled and also to the problems of 
those who live too long or meet finan- 
cial reverses. 


Cedar Rapids Agency Gets 
Trophy From Central Life | 


oon , : , 
A 715 percent increase in paid pre- 


miums for the first quarter of 1932 over 
the same period of 1931 won the “Presi- 
dent’s Trophy” for the Cedar Rapids, 
Ia., branch of the Central Life of Iowa, 
it has been announced by P. . Young, 
superintendent of agents. M. G. Fox is 








Fidelity Mutual 
Analyzes Sources 
of New Business 








A study by the Fidelity Mutual of 24 
occupational classifications of applicants 
for amounts less than $10,000 in April 
shows ten groups gained over March in 
percentage of the total applications 
made. They were salesmen, students, 
teachers, doctors, druggists and den- 
tists, farmers, lawyers, domestics, 
clergymen, municipal, state or federal 
employes and artists and designers. 

In the “$10,000 and over” classifica- 
tion gains were registered among pro- 
prietors, doctors, druggists and dentists, 
bankers and brokers, engineers, archi- 
tects and contractors, writers, editors 
and publishers, artists and designers. 

The biggest percentages of the total 
number of applications in the “less than 
$10,000" group were registered in the 
clerical occupations including stenogra- 


phers, salesmen and managers. 
The list in the “$10,000 and over” 
group was headed by proprietors, who 


tied for first place with managers and 


supe rintendents. 





SE 


THE NYNL TRADITION OF SECURITY 
NwNL tradition, placing security above al! other considerations, and the 
which has carried on and perfected this tradition, give definite assurance 
conditions, NwNL will never compromise 
series of advertisements the 


continuity of the management 
that, regardless of times and 
security. 


This is the second of a 





(CONTINUED ON PAGE 10) 


discussing 


application of this tradition to the 


conduct of different phases of the Company's business. 


SELECTING RISKS 
for SECURITY 





nies of an institution are as 

important an indication of its 

strength as are the figures of its 
financial statement. 


The men who direct the desti- | 


Board of Directors 





*F. A. CHAMBERLAIN 


Chairman of the executive com- 


mittee, First National Bank of 
Minneapolis. Director since 
1905. 


*E. W. DECKER 
President of the Northwest Ban- 
corporation and of the North- 
western National Bank of Min- 
neapolis. Director since 1905. 


*C. T. JAFFRAY 
President of the “Soo Line” 
Railway and Chairman of the 
Board of the First Bank Stock 
Corporation. Director since 1905. 

*THEODORE WOLD 
Vice President, Northwestern 
National Bank and formerly 
Governor, Federal Reserve Bank, 
Ninth District. Director since 
1926. 





E. L. CARPENTER 
President of Shevlin, Carpenter 
& Clarke Co., nationally known 
wholesale lumber dealers. Direc- 
tor since 1911. 


A. F. PILLSBURY 


Treasurer, Pillsbury Flour Mills 
Company, known all over the 
world. Director since 1924. 


*THOMAS F. WALLACE 


President, Farmers & Mechanics 
Savings Bank, the largest sav- 
ings bank between Cleveland 
and San Francisco. Director 
since 1925. 


F. T. HEFFELFINGER 
President, F. H. Peavey Com- 
pany, largest grain firm in the 
world. Director since 1928, 

*0. J. ARNOLD 


President, Northwestern Na- 
tional Life. Director since 1925. 


*Member executive and 
finance committees. 





NWNL has never sacrificed i 


on the altar of volume, and her 


of reckoning to look forward to. 


ts standard of selection 
ice has no ultimate day 


In the vernacular of 


insurance, the business on this Company’s books is 


clean business a condition 





essential to security. 


Results achieved have proven the efficiency of 


NWNL selection methods, the yearly mortality ratios 


for the past ten years having 


averaged 45.07 while 


the percentage of business issued to business sub- 


mitted has always been high. 


This is accomplished 


by consistent adherence to established underwriting 


principles. 


NWNL is sound to the core. 


NORTHWEST 





STRONG 


ERN NATIONAL 


LIFE INSURANCE COMPANY 


Minneapolis.Minn. 
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Don’t Count the Cost 
of Expert Care 
If Accidentally Injured 


In event of injury the unquestionable 
ability to meet all necessary expenses with- 
out financial strain promotes favorable 
mental reaction and rapid recovery. 


Our new accident insurance pays all 
expenses up to a definite and adequate 
amount in addition to the usual benefits 
for loss of life, limbs, sight and time. 


For advertising, rates, etc., call our 
local office or address 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 






































Like a Spring Tonic... 


Economic spring fever demands 
a financial tonic. Field workers 
have such a tonic in the “Income 
for Life” policy originated by the 
Fidelity. Men | en one 
are turning to “Income for Life” to ° ° 
make their future secure. F idelity agents 

profit 


This is a tonic for Fidelity agents, 
too. Other tools in their complete 
sales kit include Low Rate Life, 
Family Income, Disability benefits 
—both income and waiver of pre- 
mium—and Accidental Death Bene- 
fits. They are backed by contracts 
based on more than half a century 
of fair dealing. 


(DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


Send for booklet 
“The Company Back of the 


Contract” 

















Dollars Pile Up 
With Annuities 


Time and Interest Are Big Fac- 
tors in Building up 
Fund 


GROWTH IN RECENT DAYS 


G. Powell Hamilton of the Equitable 
Life of New York Makes 
Notable Talk 


SAN FRANCISCO, May 19.—If one 
dollar could have been invested at 4 
percent compound interest in the year 
932, it would today have grown to 
nearly a billion dollars for every man, 
woman and child in the United States. 

This example of the power of time 
and compound interest was presented 
at the annual convention of the U. S. 
Chamber of Commerce by G. Powell 
Hamilton, director group annuities divi- 
sion Equitable Life of New York. 
Speaking on “Accumulating Reserves 
Through Annuities,” Mr. Hamilton gave 
other illustrations of these accumulation 
factors, described the several forms of 
annuities, and pointed out their growth 
in this country in recent years. 


Growth of Annuities 


“Although annuities are probably 
older in insurance history than life in- 
surance,” he said, “as late as 1921 an- 
nuity premiums were less than 1 per- 
cent of the life insurance premiums of 
companies reporting to the New York 
department. In 1925, annuity premiums 
were more than 2 percent of life pre- 
miums, and in 1930, the last year for 
which complete figures are now avail- 
able, annuity premiums were slightly 
more than $100,000,000, or 3% percent 
of the life premiums. 

“The annuity premium income for the 
five leading companies last year ex- 
ceeded $120,000,000. The amount, how- 
ever, was not evenly distributed—the 
leading company, the Equitable, having 
about 45 percent of this total premium.” 


Outstanding Annuity Contracts 


Mr. Hamilton added that the number 
of outstanding annuity contracts, group 
and individual, on Dec. 31, 1931, ex- 
ceeded 200,000 and that the annual pay- 
ments to annuitants at the maturity of 
these contracts exceeded $136,000,000. 
He further stated that preliminary fig- 
ures indicated that on the same date 
about 200 group annuity contracts cover- 
ing 150,000 employes were in force with 
insurance companies in the United 
States. 

In ascribing a reason for the steady 
growth of annuities, Mr. Hamilton said 
that the general public is “annuity-con- 
scious.” “The press, the pulpit, and 
legislators,” he said, “have been broad- 
casting the theory of security m old age. 
In no other period has so much em- 
phasis been placed on retirement annui- 
ties, pension plans, and old-age security. 


Life Companies Depression Proof 


“With such wide-spread interest it is 
to be expected that the several invest- 
ment fields would share equally in the 
harvest. However, life insurance annui- 
ties appear to have been given more 
than their share, and the answer appears 
to be in the fact that the life companies 
have proved themselves to be ‘depres- 
sion-proof.’ 

“We are, I believe, on the threshold 
of a new era in life insurance annuities. 
The year 1931 was a banner one for all 
companies writing annuities, and espe- 
cially for the group-writing companies. 
This year will undoubtedly surpass 


Acacia Mutual Permitted 
to Write General Public 





GETS CHARTER AMENDMENT 





President Hoover Signs Bill Cancelling 
Old Limitation to Masons, Extend- 
ing Age Limits 





President Hoover has signed a bill 
which lets down the bars for Acacia 
Mutual agents to solicit the general 
public, rather than only Master Masons, 
to whom they have been limited ever 
since the company was chartered by a 
special act of Congress March 3, 1869, 

There remains the limitation that only 
male risks may be accepted. Age limits 
are extended to 18-65, in place of 21-60. 
The law became effective upon signing 
by the President, and the Acacia is pre- 
paring to enter the general lists with 
enthusiasm and energy. It is a move 
which Acacia agents have sought for 
many years. 

Was Organized as Fraternal 


The company, which began as _ the 
Masonic Mutual Relief Association of 
Washington, D. C., a fraternal, changed 
its name to the Masonic Mutual Life 
Association in 1908. Originally it was 
on the assessment basis, then in 1903 it 
secured an amendment of charter per- 
mitting the maintenance of a reinsur- 
ance reserve fund not less than Ameri- 
can experience 4 percnet, upon all poli- 
cies issued for a specified amount. 

After this the company ceased writing 
assessment business and placed all busi- 
ness in the legal reserve fund. By the 
end of 1915 all assessment members had 
been changed to the legal reserve plan. 
The title finally was changed to Acacia 
Mutual in 1922, and again it was pro- 
vided membership be limited to Master 
Masons. 

The company has had able manage- 
ment and a rapid and sound growth. 
There is about $365,000,000 in force, de- 
spite the limited market. The Acacia has 
had unusually good mortality in the last 
five-year period, the ratio being 42.4 per- 
cent to expected. 

The company 
medical up to $2, 


has been writing non- 
500, and this privilege 
is continued in the amendment to the 
charter. President William Montgom- 
ery has been with the company for 
many years, being secretary and general 
manager from 1893 to 1918, when he 
became president. 

The annual managers’ convention wil 
be held in the home office May 26-2 
presided over by President tae 
ery, when detailed explanation of the 
changes and of plans for future develop- 
ment will be given. 


Illinois Superintendent 
Hits Whispering Campaign 





Insurance Superintendent H. W 
Hanson of Illinois spoke this week 
before the Kankakee, IIl., local agents. 
In the course of his remarks he said 
that insurance has been subjected to 
many acid tests during the last century. 
Upheavals of an economic and business 
character are not unknown. In spite o! 
all catastrophes, life insurance has been 
found basically sound. Last year a total 
of four billion dollars was paid in pre- 
miums of which 62 percent was returned 
to policyholders in the way of death 
claims, endowments, annuities, etc. Mr. 
Hanson stated that the mails of his 
department carry many inquiries which 
indicate a whispering campaign is im 
effect. Any overstepping of the bounds 
of propriety, he said, invites destruction 
and chaos. 


Russell L. Larkin, assistant su) 

tendent of agencies Connecticut Genera 
Life, is in San Francisco holding a series 
of conferences with Manager Myron | 

















1931.” 


Fairchild and northern California agents. 
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Agent’s Potential Must Be 
Higher Than the Prospect’s 


J. A. STEVENSON’S CONCEPTION 


Penn Mutual Official Sees Analogy in 
Flow of Electricity—Addresses 
N. Y. Sales Congress 


John A. Stevenson, vice-president 
Penn Mutual, in his address before the 
New York state sales congress at Buf- 
falo, found a lesson for insurance in the 
physical fact that electricity will flow 
only from points of higher potentiality 
to lower. 

“You talk insurance casually to a 
prospect, and he'll take your advice cas- 
ually—in other words, with no differ- 
ence in potential, nothing will happen,” 
Stevenson pointed out. “Only if your 
potential is higher than the prospect— 
only with a higher potential of enthu- 
siasm and information—can you make 
any of that enthusiasm flow into the 
prospect's mind in order to motivate 
him to buy.” 

Mr. Stevenson illustrated his point by 
telling of an agent who complained to 
his supervisor that he knew just what 
insurance all his policyholders should 
have, but that most of them were busi- 
ness men whose funds were tied up. 
However, one of these policyholders has 
just started an income plan for his boy. 
He hadn't bought it from the salesman 
who had been sold by the prospect on 
the hard times story,” Dr. Stevenson 
said. The prospect’s potential had been 
higher than the salesman’s. The pros- 
pect had sold that agent on the idea 
that money was scarce and only when 
some other salesman came along with 
a higher potential in the form of en- 
thusiasm about the income plan, was it 
possible to make the sale. 


How to Increase Potential 


Mr. Stevenson said there are three 
definite ways in which the agent can set 
about increasing his potential—better 
prepared prospecting, better time con- 
trol and improvement in sales technique. 

Mr. Stevenson warned against the 
habit of regarding a prospect circle as 
permanent. “Just as tremendous stores 
of energy can be released by new com- 
binations of the particles which make 
up the atom, tremendous stores of sales 
power can be released if we make new 
combinations in our prospect lists,” he 
said. The best thing that could happen 
to many agents, he said, would be to 
have their prospect files burned. Many 
agents, he said, get so accustomed to 
the familiar names that they seem to 
lose the ability to find new ones. 

As a mental setting up exercise each 
morning, he said, the agent should 
imagine that his present territory is un- 
tried ground and that he must collect 
an entirely new list of policyholders. 

Mr. Stevenson made the suggestion 
that agents trade prospects. The agent 
who has what he regards as a good 
prospect but to whom he has never been 
able to sell might trade this prospect, 
advantageously, for another, about 
whom some other agent has the same 
attitude. 

he idea that the most profitable field 
for prospects lies in lists of policyhold- 
ers is an oversold idea, according to 
Mr. Stevenson. Today, many sales- 
men are going over and over lists of 
policyholders who can’t buy insurance 
rather than trying to find people who 
can. In going over prospect lists, 
names should be divided into those who 
Can pay for insurance now and those 
who can't. 

Success in selling today, Mr. Steven- 
Son said, is based on an adequate sup- 
ply of new names, the ability to dis- 
card dead wood and systematic proce- 
ure 


Oregon Mutual Medical Director 


._ Dr. Otis B. Wight of Portland, Ore., 
is elected medical director of the Oregon 








Mutual Life following the resignation 
of Dr. A. J. Giesy. Dr. Giesy, who has 
served as medical director since its in- 
ception, has been in ill health for several 
months and requested the board to re- 
lieve him of the responsibilities. Dr. 
Wight is a native of Ohio, but has been 
a resident of Portland since 1903, en- 
gaging in general practice until 1924, 
when he commenced specialization in 
radium-therapy. He was Oregon ref- 
eree for the Mutual Life of New York 
from 1904 to 1919 and chief examiner 
in Oregon from 1906 to 1919 for the 
Travelers. In 1930 he was appointed 
special examiner for the Oregon Mutual 
and early in 1932 was appointed assistant 
medical director. 


Los Angeles Sales Congress 


Accident & Health Managers Club An- 
nounces Program for First Event of 


Kind in West, May 26 








LOS ANGELES, May 19.—The Ac- 
cident & Health Managers Club of Los 
Angeles will hold the first accident and 
health sales congress ever staged west 
of the Mississippi, May 26 from 2 to 
5 p.m. The program follows: 


Address of welcome, W. E. Lebby, 





Behrendt-Levy-Rosen Co., president Los 
Angeles club. 
“Why Sell 
ance?” I. C. Cunningham, Occidental Life, 

vice-president of the club. 


Accident and Health Insur- 


“Accident and Health Insurance as a 
Door-opener for Other Lines of Insur- 
ance,” R. A. Brown, Pacific Mutual Life, 
president Life Underwriters Association 
of Los Angeles. 

“Advantages of a Planned Sales Talk,” 


R. A. Hoghe, Aetna Life. 
“The Public’s Attitude toward Acci- 
dent Insurance,” C. M. McKee, Rule & 


Sons agency. 

“The Salesman and His Enthusiasm,” 
Cc. A. Whitchurch, Continental Casualty. 

“The Viewpoint of the Claim Adjuster,” 
lL. Z. Mudra, Continental Casualty. 

“Insurability of the Applicant,” W. M. 
Stufflebeam, Retail Credit Company. 

R. E. Bridges, assistant manager 
Travelers, is general chairman. 

At last week’s meeting, Joseph 
Charleville, managing director Life Un- 
derwriters Association of Los Angeles, 
talked on the activities of local trade or- 
ganizations in promoting the best in- 
terests of the business represented. He 
heartily commended the sales congress 
plan. 


Ganse Heads Trust Council 
Ganse of 


F. W. the Paul F. Clark 
agency of the John Hancock Mutual 
Life was re-elected president of the Bos- 





Three New Speakers on 
San Francisco Program 


Three additional speakers for 
the National Association of Life 
Underwriters convention in San 
Francisco have been announced by 
T. M. Riehle, program chairman. 
They are Rev. Irving Reichert of 
San Francisco, Peter Crosby of 
Oakland, Cal. President of the 
California State Bar Association, 
and L. K. Newfield, agent Penn 
Mutual Life, Marysville, Cal. 

“Our Business and a Changing 
World” will be the subject of H. 
E. North, third vice-president of 
the Metropolitan Life. 














ton Life Insurance Trust Council at its 
annual dinner Monday 


Myrick Is Honor Guest 


Julian S. Myrick, manager of the Mu- 
tual Life in New York City, was honor 
guest of the Life Managers Association 
of New York City at a dinner at the 
Yale Club Thursday evening. 
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Great 


Salesmen 
of History 























DEMOSTHENES 








ROM a sickly, awkward youth of defective speech, 
Demosthenes became the most famous orator not 
only of Greece but possibly of all history. 


His oratory is a model of impassioned reasoning both 
from the power and majesty of its style and from the 
high patriotism to which it gives expression. He is best 
remembered by the “Philippics’’, a series of famous ora- 


tions denouncing Philip, King of Macedon. 





The story of his declaiming on the seashore with peb- 
bles in his mouth to overcome his impediment of 
speech has passed into tradition as the classic ex- 
ample of persistent and energetic application to 
self improvement. 
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Just off the press! 





a new book 
that tells briefly and exactly 


“What a LIFE INSURANCE MAN 
should know about TRUST BUSINESS” 


By GILBERT THOMAS STEPHENSON 
author of 
“Living Trusts,’ “Wills,” 


Here is a long needed book that tells in a simple language 


just what its title says, 
Know About Trust Business. 


“What a Life Insurance Man Should 
” It has been written specifically 


to give life insurance men in the field and in the home office the 
practical information about trust business that will be helpful 
to them in their daily work. That’s all it is—it is not by any 


means a treatise on trust business. 


It deals only with those 


facts about trust business in which life insurance men are 


interested. 


Answers to Actual Questions 


The subject matter is largely made up of answers to actual 
questions about trust business that life insurance men have 


asked the author in the 


past ten years. During this time, while 


the relation between life insurance and trust business has grown 
more and more intimate, Mr. Stephenson has been constantly 


studying the co-relation of these two institutions. 
well known as author of 


He is already 


“Living Trusts” and “Wills,” two 


books which are intregal parts of many life insurance libraries, 
the former being one of the books recommended for study in 


preparation for the C. L. U. 


examinations. 


What Life Insurance should be 


Trusteed? 


The life insurance man does not need to know the trust 
business, but he should know at least enough about it to be 


able to intelligently advise his clients. 


Trusting life insurance 


is after all only a mode of settlement, essential in some cases, 
highly advisable in some, entirely unsuited to others. The life 
insurance man, therefore, does need a discriminating knowl- 
edge of the trusteeing mode of settlement. 


And this is exactly what Gilbert T. Stephenson’s 
is designed to accomplish. 


new book 
No agency should be without this 


new little book “What a Life Insurance Man Should Know 
Abeut Trust Business.” 


Send for your copy Now —190 pages — Only $1.25. 


Books sent postpaid if check accompanies order, money 
will be refunded if book is unsatisfactory for any reason. 


MAIL THIS COUPON NOW! 


Send me Mr. Stephenson’s new book— 


“What A Life Insurance Man Should Know About Trust Business” 


(Single Copy, $1.25) 








Also send me 
his book(s) 


QO “Living Trusts,” 
QO “Wills,” $3.00 


() Check attached. [)Send C.0.D. OBill me 
Ps ninaahie coueiitcancevaccutheccns cede We bincesieousen 
$3.75 DINNIY :. sutieannakaiehntaimachenbdnastauhisnetiaait@assennaiensieas 
SL ce ho needa onuvandeeectanasas<etnecephecteccenpsasancuns 
alee eae | a 











Mail To The Insurance Book House--The National Underwriter Co. 


420 East Fourth Street, Cincinnati 


Chamber of Commerce in 
San Francisco Conference 





SAN FRANCISCO, May 18.—Na- 
tional Councillors Tuesday nomi- 
nated Justin Peters of Philadelphia, 
president Pennsylvania Lumbermen’s 
Mutual Fire, for chairman of the 
insurance division of the U. S. Cham- 
ber of Commerce, to succeed C. W. 
Gold, president Pilet Life, candidate 
to succeed himself. Among those 
nominated for director of the west- 
ern district is P. J. Fay, prominent 
San Francisco broker. 

SAN FRANCISCO, May 18.—Nearly 
1,000 persons attended the national 
council meeting preceding the annual 
meeting of the U. S. Chamber of Com- 
merce here Tuesday and heard awards 
made in the national inter-city fire waste 
and health contests. Phil J. Fay, former 
president San Francisco chamber of 
commerce and prominent’ insurance 
broker, presented the trophies in the fire 
contest, and Chairman C. W. Gold made 
the awards in the health contest. 

Immediately after the awards, mem- 
bers started balloting on new represen- 
tatives and department chairmen in the 
several districts and departments, Mr. 
Gold, president Pilot Life, and Justin 
Peters, president Pennsylvania Lumber- 
men’s Mutual Fire, Philadelphia, con- 
tending for chairman of the insurance 
section. 


Tennessee Official _ 
Gives Interview 


(CONTINUED FROM PAGE 7) 


backed up by the endorsement of the 
attorney general, shall have first been 
obtained. I wish to impress the fact, 
that in the analysis of annual state- 
ments, no attention is being paid to the 
normal decline in legal securities, but 
only to conditions arising out of the ex- 
changing of good securities for ques- 
tionable ones, which seems to have been 
done on an extensive scale lately for the 
benefit of stockholders and financial 
houses at the expense of the policy- 
holders. 

“My whole action in 
guided by the advice of the attorney 
general and designed to preserve the 
integrity of old line legal reserve life 
insurance and enable policyholders to 
retain the trust they have placed in old 
line insurance companies. It is the 
opinion of your commissioner, supported 
by that of the attorney general of this 
state, that the clearing up of this situa- 
tion of life insurance will help, rather 
than hurt it. This department in its 
program is not undertaking to impose 
any examinations upon any companies 
or any unnecessary expenses, nor is it 
refusing to act in cooperation with the 
home departments of any companies ex- 
cept those companies whose home de- 
partments undertake to withhold facts 
and information to which this depart- 
ment is entitled.” 


Inter-Southern Contract 
Goes to Public Indemnity 


this matter is 


Acting Commissioner Brown of Ken- 
tucky has approved transfer of a con- 
tract for the writing of travel pedestrian 
dollar-a-year policies for members of the 


Cincinnati Automobile Club from the 
Inter-Southern Life to the Public In- 
demnity. 


Action of the Tennessee 


Commissioner Is Confusing 
(CONTINUED FROM PAGE 3) 


financial institution and undermine the 
stability 


of the government. They ig- 














George D. Markham of St. Louis js 
the other insurance director of the 
chamber. Philip J. Fay, director repre. 


senting the ninth election district and a 
member of the San Francisco brokerage 
firm of Nichols & F ay, was renominated 
by a large majority. Under chamber 
procedure, nomination is __ practically 
equivalent to election. The formal bal- 
loting takes place Friday just prior to 
final adjournment. 

With “Loss Prevention as Applied to 
Insurance Costs,” the subject, James §S. 
Kemper, president Lumbermen’s Mutual 
Casualty, Chicago; W. B. Baiey, Trav- 
elers, and Thos. H. Anderson, Liver- 
pool & London & Globe, presented the 
views of the fire and casualty business at 
the regular insurance meeting Wednes- 
day afternoon. 

Accumulating reserves through annui- 
ties was the other subject for discussion 
on the afternoon’s program. It was 
handled by G. P. Hamilton of the Equi- 
table Life of New York, and W. P. 
Fuller, president of the W. P. Fuller 
Company, San Francisco, who operates 
an employe plan in his large organiza- 
tion. Mr. Hamilton reviewed the vari- 
ous types of annuities in vogue and the 
method of their compilation and de- 
velopment. 


the company and did not even consider 

various special reserves set up in = I- 
tion to the surplus it had at the close 
of 1931. 

Other sections of the petition made 
charges against other companies and 
individuals that are not true. The writer 
of Commissioner Reece’s petition even 
made mistakes as to individual names 
and accused others of heading life in- 
surance concerns with which they have 
never had any official connection what- 
soever. Some believe that Reece has 
exposed himself and the state of Ten- 
nessee to heavy damages, should — 
who have been unfairly attacked choos 
to take such action. The fact that Ten- 
nessee is now involved in a most vicious 
political conflict may have some bear- 
ing in the action that Commissioner 
Reece has not only taken against the 
Missouri State Life but his tactics in 
holding up the licenses of all other lite 
companies and fraternal bodies doing 
business in Tennessee. 


Will Resist Vicious 
Attack to the Utmost 


That the Missouri State Life will not 
submit to this vicious attack is certain 
The attorneys for the company have al- 
ready taken steps to resist the Reece 
suit. , 

President W. T. Nardin of th Mis- 
souri State, in a letter sent to branch 
managers, said the company will go al! 
the way in combating any attempt t 
dynamite it. 

His letter in part follows: : 

“While no corporation or individual 
seems to be secure from malicious at- 
tack these days, nevertheless, when _! 
talked to you at our meeting in >t 
Louis two weeks ago I had hoped that 
after the three receivership petitions 
had been disposed of the company and 
you men in the field would never agai? 
be embarrassed with this kind of pub 
licity. 

“The suit brought by the Tennessee 
commissioner is unwarranted in law and 
in fact. Our general attorney, Mr. Allen 
May, has just given me the following 
opinion regarding our Tennessee situa 
tion, which is reassuring: ‘I have just 
returned from Tennessee where | have 
been in extended conference with Co” 
petent Tennessee lawyers in the matt ef 
of Commissioner Reece’s action in the 
Tennessee courts. 


‘In addition to the fact, as you and 





all charge-offs made by 


nored entirely 





I so well know, that there are no facts 
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iystifying this action, I may advise you 
that it is the opinion of Tennessee coun- 
sel, in which I fully concur, that there 
i; no warrant or authority in law for 
the commissioner to bring such an ac- 
tion in his own name, in the name of 
the state, or on behalf of any policy- 
holder or creditor of Tennessee, because 
there is no policyholder or creditor in 
Tennessee or any where else who has 
established demand against this com- 
pany that has not been taken care of. 

“We expect by proper steps to re- 
move this action into the United States 
courts and there file the proper motion 
«o have it dismissed, which motion, un- 
der the law, should and we believe will 
be sustained. We shall, of course, have 
to await the orderly processes of the 
courts, but this result should be reached 
in a very short time.’ 

“I shall not undertake to tell you that 
you should be unaffected by these har- 
assing experiences. I know they make 
the going hard. But this I also know; 
that men who go through such difficul- 
ties with heads and courage up, and win 
over them, come out, not only with 
great satisfaction in the accomplishment, 
but with new and greater power for the 
work they have in hand. This is a time 
when all of us need to keep courage 
and drive with all the courage we can 
muster against the difficulties we are 
facing. If we do that, we will, I am 
confident, win through to better satis- 
faction and success for ourselves and 
for the company than we have ever be- 
fore known. 


Missouri State Would 
Not Be Imposed Upon 


“We did not submit to imposition in 
Tennessee. We have suffered some pun- 
ishment because of our resistance. 
intend that the company shall stand for 
what is sound and right—against what 
is unsound and wrong in whatever form 
we shall meet it. In pursuance of that 
policy we cannot fail to succeed. 

“Regretting the difficulties with which 
you have to contend, I pledge to you 
every assistance that I can give in meet- 


ing them. I know that we will have 
your full cooperation in meeting the 


problems which we must face and con- 
quer.” 

In another letter sent to every agent 
and every home office and branch office 
oficial and employe President Nardin 
also expressed his determination to see 
the Tennessee fight through to a suc- 
cessful conclusion: 

“I have not been long with the com- 
pany,” he wrote, “but I am with it now. 
Its problems are my problems. Its 
fights are my fights. Its future affects 
my future. This is not a matter of 
It is a matter of fact. 

“The Missouri State Life is in a fight. 
It has been attacked by vicious interests 
lor vicious purposes. It must fight and 
win, or quit and be whipped. And since 
l am a part of the institution, I cannot 
quit the fight myself in any respect 
without contributing something to the 
defeat of the cause of the company. I 
cannot withhold from the fight any 
power that I have without suffering 
some measure of defeat myself. 


4 hoice 


Promises to Carry on 
Fight With All Power 


“If I carry on the fight in behalf of 
the company with all the intelligence 
and all the skill and all the power I 
possess I shall contribute to victory for 
the company and I shall win for my- 
seli—win in power and courage and sat- 
islaction and in success in the work to 


Which I have put my hand. That is 
what I propose to do. 
\nd that is the issue which every 


man in our organization faces. Any one 
ot us can quit in resigning, quit by giv- 
Ing up to discouragement, quit by using 
ese than all his powers in behalf of 
the company’s cause. But not one of us 
Can quit in any sense or in any degree 
except in personal defeat.” ~ 

In the meantime officials and attor- 
neys for various other life companies, 
'raternal associations and insurance 
bedies continue to wend their way to 
Nashville to ascertain the true meaning 





of these letters which were dictated 
for Commissioner Reece’s signature and 
apparently sent broadcast to many 
out-of-state insurance offices operating 
in Tennessee. Some of the officials 
have already been over the hurdles 
and know what their companies must 
do to have their Tennessee licenses 
permanently renewed. Others have not 
yet been able to arrange the conference 
at a date “mutually satisfactory” as in- 
dicated in letter No. 2. No Tennessee 
life company has yet received its license, 
even though their officials have visited 
the department. 

Another factor adding to the confu- 
sion in Tennessee was a letter just re- 
ceived from Reece advising that taxes in 
the state hereafter will be based on 
gross premiums, credit not being al- 
lowed for reinsurance. Apparently Ten- 
nessee politicians are desperately in need 
of money and are seeking to exploit 
every source of revenue. 

The political atmosphere in Tennes- 
see’s capital is tense. For some it is a 
last ditch political battle. Their days 
of opportunity are apparently numbered. 

The Missouri State receivership ac- 
tion has more significance than appears 
on the surface. 

Incidentally, the loans on various life 
insurance company shares, which Reece 
cited at some length, were among the 
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assets of the International Life, which 
the Missouri State took over. 


GREAT SOUTHERN CLEARED 


DALLAS, May 19.—In his petition 
for receivership Reece listed among the 
Missouri State assets, which he ques- 
tioned, alleged loan of $1,510,000 to the 
Great Southern Life on 68,088 shares of 
Great Southern as collateral, and $60,- 
000 to E. P,. Greenwood, president of 
the Great Southern, secured by 2,706 
shares of Great Southern. 

Mr. Greenwood wired as 
Commissioner Reece: 

“Word comes to us of the filing of 
some suit directly pertaining to a cer- 
tain other company and indirectly in- 
volving our company at least as to cer- 
tain allegations. If report coming to us 
is true we are greatly surprised and 
cannot escape belief that there is some 
error. Our company is now and has 
always been regarded as one of the best. 
An examination two years ago in which 
your state participated gave us a clean 
bill and an excellent financial condition. 
Another examination three months ago 
by three states gave us an equally good 
report with an enviable financial posi- 
tion. Our stock sells readily in the 
market for cash at prices running from 
three to four times its par value and 
pays regular dividends. No person, bank 


follows to 
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or other institution has ever criticized 
us or our stock from standpoint of val- 
uation or any other purpose. Copy of 
recent examination we presume on file 
with your department. If not we are 
ready to furnish signed copy. Further- 
more, we respectfully refer you to insur- 
ance commissioner of our state, W. A. 
Tarver, whose ability and integrity are 
generally known and recognized 
throughout country by commissioners 
of other states. We are writing fully 
and seeking further knowledge of de- 
tails and meanwhile hope you will with- 
hold opinion and publicity. Such things 
are so damaging even to the innocent.” 

Reece replied as follows: 

“While action this state complains of 
one life insurance company owning 
stock in another no reflection is intended 
upon the Great Southern Life nor does 
this department have any evidence to 
the effect that the Great Southern 1s 
not in good shape. It is the impression 
of this department that the Great South- 
ern is in excellent financial condition 
and is well managed.” 

Mr. Greenwood states that the Great 
Southern owns no stock in any other 
life insurance company, and no other 
life insurance company owns any of its 
stock. “If banks and others hold any 
of it for collateral to secure loans, as 
they doubtless do, then such institutions 
certainly have good collateral,” he said. 








We are operating in 
the following states: 


California 
Illinois 
lowa 
Michigan 
Minnesota 
Ohio 
Oregon 
South Dakota 
Texas 
Washington 


Wisconsin 














AMBITION 


Field men have been transferred to other positions 
because of their worth. Officials of Life Insurance com- 
panies are constantly on the alert to improve the condi- 
tion of men who are making good. Field men are con- 
stantly on the alert themselves to improve their own 
conditions with an increased renewal interest. 


Taken all in all, we do not know of a more inde- 
pendent position for a man to occupy than one with a 


ratebook, applications and a first-class company to repre- 


sent. He is his own manager. 


works hard, he is recognized as an important factor in his 
community and with the company he represents. 


Hand this to a friend who has never engaged in 
the work of life underwriting and suggest that he make 
inquiries about our Educational Course. 


RUPERT F. FRY, President 





MILWAUKEE, WISCONSIN 


If he remains honest and 
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Missouri State Life and Tennessee 


A FEW weeks ago the state insurance 
department of Michigan, South Dakota and 
North Carolina, Arkansas, Minnesota and 
Wyoming made an examination of the 
Missouri State Life. Certainly there are 
enough splendidly administered departments 
in this list to the 
results promulgated. Sitting as insurance 
superintendent at the head of the depart- 
ments in these particular commonwealths 
are men of force, probity and conscience. 
They made some recommendations to the 
Missourt State which, as we understand 
it, were followed. 

The Missourt Strate Lire, the largest 
nonparticipating company in the west and 
possessing official personnel, agents, branch 
managers and general agents of superior 
order, has been afflicted with boils. It has 
not had any organic trouble of a critical 
nature. Unfortunately Rocers CALDWELL 
became a large stockholder together with 
his associates. The CALDWELL crash natur- 
ally affected the company psychologically 
and brought it some financial loss. Then 
the INTER-SOUTHERN Lire, another CAaLp- 
WELL company, bought a third of the stock 
of the Missourt State Lire. The INTER- 
SOUTHERN has had its troubles and is now 
in a receiver's hands. While the owner- 
ship of stock in the Missourt Strate had 
no effect whatever on the financial stabil- 
ity of the latter company, yet in connec- 
tion with the INTER-SOUTHERN, it created 
some prejudice. The INTER-SOUTHERN was 
owned by the Security Lire of Chicago. 
Reaching down through the. Security 
Lire, INTER-SOUTHERN to the Mrssovri 
STATE was the Dorsey regime. This cloud, 
however, had been dispelled, the Dorsry 
people were dethroned, the Mussourt 
Strate Lire elected a business man as 
president who has the confidence of his 
community and the company evidently had 
overridden its chief obstacles and was 
to settle down to hard work. Its 


inspire confidence in 


ready 


vitality had been amazing. In spite of 
these influences that were working against 
it, its people were loyal and they forged 
ahead. 

Suddenly there came from Tennessee, a 
state whose political disorder has been 
amazing, a state with a bankrupt treas- 
ury, one whose state administration has 
been under fire and has had many unfor- 
tunate a petition for a re- 
ceiver for the Missourt State. This is 
rather surprising in view of the fact that 
seven state insurance departments had 
just completed an examination. It would 
seem that this Tennessee action was very 
much out of order. It is difficult to see 
how the state of Tennessee can justify 
itself in attacking a great company like 
the Missourt State when that company’s 
own home state superintendent, primarily 
responsible for it, has given it a clean 
bill of health and the other states, so far 
as we know, are satisfied with it. 

It is not only the Missourt Srate that 
suffers but almost every company feels 
the effect. If a state can bring petition 
for a receiver for a company not incor- 
porated under its laws, what is to prevent 
an official from starting against many 
companies ? 

The Missourt State has met all finan- 
cial demands. It has not hesitated to pay 
any of its legal obligations. It is not in 
default anywhere. With the lifting of 
the Dorsey cloud, insurance men feel that 
it is in the hands of those who are honest 
in their intention and who will not exploit 
it. When the Dorsey crowd retired con- 
fidence was restored. The Missourt State, 
in our opinion deserves support and en- 
couragement. This is no time to disturb 
public confidence. 

The Missouri supreme court this week 
issued a permanent injunction against the 
appointment of a receiver of the Missourt 
State Lire. The high tribunal went into 


experience, 





this subject very carefully and took time 
to investigate every angle. This decision 
therefore should set at rest all rumors 
regarding the stability of the Mussour! 
Strate. The Missouri supreme court evi- 
dently is far better able to decide as to 


the solvency of the Missourt Stare thay 
the Tennesse insurance commissioner. This 
decision is a far reaching one and it should 
have the effect of restoring confidence im. 
mediately in this great company 
the strange Tennessee maneuver. 


despite 








PERSONAL SIDE OF BUSINESS 





Judge C. T. Warner, Ohio superin- 
tendent of insurance, was unsuccessful 
in his campaign for the Democratic 
nomination for common pleas judge at 
Columbus. Because of illness in his 
family, Judge Warner was unable to 
make an aggressive campaign. He had 
served one term on the common pleas 
bench. 

Chester O. Fischer, general agent in 
St. Louis for the Massachusetts Mutual 
Life, who is chairman of the general 
agents’ and managers’ section at the 
annual meeting of the National Asso- 
ciation of Life Underwriters at San 
l‘rancisco, is a native St. Louisan. He 
was born there in 1891, attended high 
school there, and then graduated from 
the University of Illinois law school in 
1912. He practiced law in Peoria, IIL, 
until 1914, when he formed a partner- 
ship with A. L. Challiss, general agent 
for the central Illinois territory of the 
Massachusetts Mutual. In 1921 Mr. 
Fischer became an individual general 
agent. In 1926 he was appointed St. 
Louis general agent, succeeding the late 
Warren C. Flynn. Under his supervi- 
sion, the St. Louis agency has increased 
in production from about $5,000,000 to 
between $9,000,000 and $10,000,000 a 
year. For the first four months of this 
year Mr. Fischer's agency has produced 
the greatest increase in delivered busi- 
ness of any Massachusetts Mutual office. 
The St. Louis agency ranks third in the 
country. 


Frank N. Everett, manager ordinary 
issue department of the Prudential, died 
recently. He was a member of the ex- 
ecutive council of the Home Office Life 
Underwriters Association and was one 
of the six original organizers of that 
organization. 


President E. A. Olson of the Mutual 
Trust Life of Chicago and B. N. Wood- 
son, assistant to the president, have just 
returned from an eastern tour on which 
they inspected many agencies of the 
company. They found conditions there 
highly encouraging, with business ahead 
of the same period last year. 


Edward F. Woodward, 75, father of 
James E. Woodward, vice-president of 
the Life of Virginia, died recently at his 
home in Richmond. 


U. S. Brandt, president of the Ohio 
State Life, and other members of the 
home office force were guests of honor 
at agency meetings this week at Chilli- 
cothe, Dayton and Hamilton, O. The 
field force is putting on an insurance- 
writing campaign as a tribute to Mr. 
Brandt. Similar meetings will be held 
at Marion, O., next Monday and at 
Pittsburgh Wednesday. 

In honor of Assistant eg 
George H. Chace of the Prudential, 
charge of ordinary agencies, the Pa 
ducers of the company have established 
the slogan “Chace the Depression 
Month” for May. 


H. P. Angell, 56, who had promoted 
several insurance companies in Ohio, 
died Sunday of myocarditis at his home 
in Columbus. His latest connection 
was the Veterans National Life, which 
he helped to found. Mr. Angell served 
in both the Spanish-American and world 
wars. 


H. T. Tinney, 63, for the past 16 years 
manager of the Metropolitan Life’s 
Genesee district at Rochester, N. Y.., 








died suddenly May 15 in his home jn 
that city from a heart attack. He was 
chairman of the district organization oj 
his company in upper New York state 
One of his two sons, Wilbur R. Tinney, 
is manager of the Metropolitan office in 
Syracuse. 

Frank L. Jones, vice-president Equit- 
able Life of New York, will deliver the 
address to the graduating class at 
Hampden-Sidney College in Virginia 
June 8. He was formerly state super- 
intendent of public instruction of In- 
diana and made a great reputation as 
a progressive educational leader. 


Vice-President Paul C. McNamara < 
the North American Life of Chicagc 
has just returned from an agency trip 
He spent a day or so at Omaha, and in 
company with Freeman Alford, assistant 
to the president, conducted a sales con- 
gress at Kansas City last week, attended 
by members of the Missouri agency o 
General Agent E. S. Finley. 

W. J. Graham, vice-president of the 
Equitable Life of New York, who was 
scheduled to speak before the insurance 
division of the United States Chamber 
of Commerce at San Fancisco this week 
on annuities, will not be able to be pres- 
sent and has selected as his substitute, 
G. Powell Hamilton, director of annui- 
ties at the head office. 

The engagement of Mrs. Marjorie 
Davenport, of Beverly Hills, a suburb of 
Los Angeles, to John Newton Russell 
is announced. The wedding will be an 
event of early June. Mr. Russell is 
agency adviser on the home office staff 
of the Pacific Mutual Life and was home 
office general agent prior to the change 
to a branch office a little over a year 
ago. 

John R. Taylor of New Bern, N. C. 
district manager of the Mutual Life of 
New York, has his headquarters in a 
town of 10,000 population and yet he 
believes in having as complete educa- 
tional and statistical equipment as pos- 
sible. He has been with his company 13 
years and during the last five successive 
years has qualified for the $250,000 club 
He has a very comprehensive library of 
life insurance books by various authori- 
ties. He subscribes for the various life 
insurance services of The National Un- 
derwriter Company. His office is indic- 
ative of what a man can do in a com- 
munity of that size. 


George W. Payne, one of the old-time 
general agents of the North American 
Life in Chicago was a member of the 
famous firm of Knox, Payne & Spear im 
that city. He has returned to the com- 
pany, joining forces with C. M. Holbert. 
southern California manager. Mr. Payne 
becomes manager at Los Angeles. He 
started with the company the first day it 
began writing business, Feb. 4, 1907. He 
wrote application for policy Ne. 18. the 
first one applied for by any other than 
the company’s own staff. After serving 
in the war he joined the Lincoln Na- 
tional Life. 


Mrs. Rose B. Krohngold of Cleveland 
leads all the women agents of the Lin- 
coln National Life in paid business, Pe 
sonal production, for the month just 
passed. Mrs. Krohngold has been 
among the leading five women produc 
ers every month this year. Three other 
Ohio women in the leaders’ list are Mrs 
Barbara Loehr and Miss Mary Knapp 
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also of Cleveland, and Mrs. Helen B. | 
Hall, Akron. | 


the Metropolitan Life, headed the Balti- 
more delegation to the annual meeting 


J. K. Voshell, Baltimore, manager of | 
Chamber of fant 


of the U. a 





in San Francisco. Mr. Voshell is chair- 
man of the committee of the National 
Association of Life Underwriters in co- 
operation with the Chamber of Com- 
merce and acting national councilor rep- 
resenting the Baltimore Association of 
Commerce in the national body. 
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LIFE AGENCY CHANGES 





ae Is Opening Wisconsin 


Leading Milwaukee Life Insurance Man 
Named Connecticut Mutual 
General Agent 








Kenneth W. Jacobs, Jr., well known 
Milwaukee life insurance man, has been 
appointed general agent of the Connecti 
cut Mutual in that city. With the ap- 
pointment, the company reenters Wis- 
consin. 

Mr. Jacobs, who goes to the Connecti- 
cut Mutual with several years’ success- 
ful life insurance selling experience, has 
also had experience as a sales manager. 
He served in naval aviation during the 
world war. He is a charter member and 
past president of the Milwaukee Lions 
club and has been active in civic or- 
ganizations, including the Association of 
Commerce. 

Mr. Jacobs is president of the Mil- 
waukee Association of Life Underwrit- 
ers. His offices will be in 953-958 Bank- 
ers building. 


Albert R. Peters 


The General Mutual Life of Van Wert, 
O., has been licensed in the District of 
Columbia. Albert R. Peters, president 
of the Mutual Insurance Agency of 
Washington, D. C., is appointed general 
agent. He started his agency in 1921. 
This is the first territory it has opened 





outside of Ohio. 


Central Life’s Appointments 





Des Moines Company Makes Important 
Announcement of Branch Manager 
and Two General Agents 





The Central Life of Iowa has ap- 
pointed A. E. Hoy general agent at 
Topeka, where he has been in the life 
insurance business for the last 12 years, 
part of the time with the Central Life. 
Mr. Hoy, a former professor of mathe- 
matics at St. Mary’s College, St. Marys, 
Kan., is widely known in the southwest 
as a student and salesman of life insur- 
ance. For the past year he has been 
general agent for the Cosmopolitan Life 
at Topeka. 

Wright Succeeds Smith 
W. H. Wright of Le Mars, Ia., has 


become general agent of the Central 
Life at Sioux City, succeeding C. A. 
Smith, who is retiring on account of ill 
health after 20 years of service. Mr. 
Wright has been general agent at Le 
Mars, and the two territories will be 
merged. Mr. Smith, although retiring 
as general agent, will continue as a per- 
sonal producer. 

W. D. Moore, for the past four years 
a personal producer and supervisor of 
agents for the Northwestern National 
Life at Cedar Rapids, la., has become 
branch manager for the Central Life at 
Davenport. He went into the life insur- 

(CONTINUED ON NEXT PAGE) 
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MORRIS FISHMAN 


Morris Fishman, well known Detroit 
general agent for the Detroit Life, has 
joined the Lincoln National Life as gen- 
eral agent in that city. This is the third 
general agency of the Lincoln National 
in Detroit. Offices will be in the Fox 
heatre building 

G. W. Gorowitz, who has been super- 
visor in the Fishman agency, will con- 
tinue to be associated with Mr. Fish- 
man. He has been with the Fishman 
organization since 1920 and, in addition 
to his work of supervision, he has been 
a large personal producer. 


The Fishman agency has averaged 
over $3,500,000 for several years. In its 
best year it produced $6,000,000. Mr 








GOROWITZ 


Ga. W. 


Fishman was also vice-president and a 
director of the Detroit Life. 


Mr. Fishman contracted with the De- 
troit Life in 1912, having gone to De- 
troit from New York City, where he 
had been a manufacturer of ladies’ 
shirt waists until the factory was de- 
stroyed by fire, leaving him without 
funds. In 1914 he was made general 
agent and continued in that capacity 
until his present new connection. He 
personally pays for from $200,000 to 


$700,000 of business each year. 


J. Hollman of St. Louis has been ap- 
pointed manager of the Peoria territory 


of the Western & Southern, 
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NATIONA 
LIFE AND 


ACCIDENT 


INSURANCE 
COMPANY 


INCORPORATED 


SHIELDS 
YOU 





Trade Mark Reg. U. S. Pat. 


Off. 


The NATIONAL 


The 


SHIELD COMPANY 


is proud of the part it has played in making life 
insurance as popular, sound and secure as it is 
today. 


The money intrusted by policyholders to The Na- 
tional Life and Accident has been so carefully 
conserved and invested that today this company 
has for every $1.00 of legal liability, $1.465 in 
assets. There is no question among our policy- 
holders as to the security their policies represent. 


Shield Men find it pays to represent a company 
of proven strength like The National Life & 


Accident. 


LIFE and ACCIDENT INSURANCE CO., Inc. 


Nashville, Tennessee 
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+ “THE FRIENDLY COMPANY’ 


DEPRESSION PROOF 


Because of economical management 
and keen business foresight the officers 
of the Peoples Life of Indiana point 
with pride to their splendid record of 
the past years and have every con- 
fidence in the continuation of this same 
splendid record for the future years. 


Are you interested in a company 
which has been proven shock resist- 
ing, depression proof? Then you will 
find it pays to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 


FRANKFORT INDIANA 

















Service of the 
Highest Type 


The affairs of California-Western States Life Insurance 
Company have been ably and conservatively administered. As illustrated 
in the exhibits and elaborated upon in the textual material presented in 
this report, all compiled independently of the Company’s annual state- 
ment, this Company is now occupying an enviable position among con- 
temporary carriers, With a capital and surplus protection to policy- 
holders aggregating $2,750,000, augmented by a substantial contingency 
reserve, the Company is in a position to render service of the highest 
type.” 

A regular convention examination of this Company by the In- 
surance Departments of the States of California, Oregon, Wash- 
ington, Oklahoma and Wyoming, was concluded March 15. The 
statement quoted above is an excerpt from the report of this 


examination, 
I I ON i oon soak un aesndinsicconesiaed $260,000,000 
SI MUI IIB, 6a ac kidsccwerencdsdcccudsdcvdccecr 44,500,000 


THE LARGEST GUARANTEED COST COMPANY 
IN THE WEST 
Policies Without a Superior—with over 100,000 Western Fami- 
lies owning policies in this Company, no better evidence 
could be offered that Western men and women appreciate 
the complete protection our policies afford for family, busi- 
ness and old age. 


CALIFORNIA -WESTERN STATES LIFE 
INSURANCE COMPANY 
J. Roy Kruse, President SACRAMENTO 











ance business at Cedar Rapids shortly 
after graduating from the University of 
Iowa. 


Three New Agency Managers 





National Life, U. S. A., Names Higbey 
in Los Angeles, McCarter at Birming- 
ham, Lieberman in Philadelphia 





The National Life, U. S. A., has ap- 
pointed three agency managers. H. 
Higbey takes charge in Los Angeles 
and vicinity. He is a graduate of the 
University of California and for over 
seven years was connected with the 

California-Western States Life, for the 
last four years as agency manager. 

G. S. McCarter takes charge at Bir- 
mingham for the entire state of Ala- 
bama. Until recently he has been su- 
perintendent of agents for the Lincoln 
Reserve Life of Alabama and prior to 
that was connected with the Aetna in 
the state. 

David Lieberman has taken charge of 
the Philadelphia office. He formerly 
was connected with the Inter-Southern 
Life. 

Mr. Higbey’s appointment was made 
personally by S. N. Randolph, super- 
visor of agencies of the home office, 
who has been touring the Pacific Coast; 
and Mr. Lieberman’s appointment by 
Miles Heitzeberg, supervisor of agen- 
cies working out of the home office. 


Roll & Schnieders 


Roll & Schnieders have been ap- 
pointed general agents of the Mutual 
Trust Life of Chicago at Cincinnati and 
constitute the first office of the com- 
pany in that city. The partners are F. 
G. Schnieders and W. J. F. Roll. Mr. 
Schnieders has been in life insurance 
in Cincinnati and vicinity for 11 years, 
having been agent all that time for the 
Equitable of Iowa. For ‘the last 10 
years he has been continuously a mem- 
ber of the company’s “Leaders Club.” 
Mr. Roll has been in life insurance four 
years, also as an agent of the Equitable 
of Iowa and also a member of the 
“Leaders Club” for the entire period. 
Both have had fine persistency records, 
their record on personal business last 
vear being over 95 percent, The new 
office has been opened in the Carew 
Tower. . 


A. W. Peterson 


The Life of Virginia has appointed 
Arnold W. Peterson as branch manager 
at Cleveland, O., succeeding the late 
Edward G. Portch. Mr. Peterson is an 








alumnus of Cornell and served over. 


seas during the world war. He has bee 
with the Mutual Benefit Life in O] 


H. L. Simmons 


The Manhattan Life has opened ; 


general agency in Jackson, Miss., wit 
H. L. Simmons as general agent 


Darby & Spearman 


The Fidelity Mutual Life has ap. 


pointed the partnership of Darby & 
Spearman as managers in Birmin; ghan 
Ala. The partners are J. A. Darby, Jr 
formerly city manager of the Protectiy: 
Life of Birmingham, and W. A. Spear. 
man, formerly an agent in Birmingha: 
of the Mutual Life of New York, 
which company Mr. Darby also was at 
one time connected. 


W. M. Seitz, L. S. Sherwood 


Walter M. Seitz, formerly district 
manager for the Kansas City Life at 
Houston, has been appointed general 
agent at Chicago, succeeding L. S. Sher- 
wood, who will remain with the com- 
pany. 


Law Brothers 


Law Brothers, 844 Rush street, Chi- 
cago, have been appointed genera 
agents for the Ohio State Life of Co- 
lumbus. This firm is well known among 
Chicago insurance people. When Mr. 
Law represented the Illinois Life a few 
years ago he was one of its leading pro- 
ducers, and was elected president of the 
“Green Signal” club and the $100,000 
club in the same year. This office has 
also done a general insurance business 
but now is concentrating much effort 
on life insurance. 


P. L. Higgins 


P. L. Higgins has been appointed 
North Dakota state manager the 
Great Northern L - with headquarter: 
at 117 Broadway, Fargo. He has re le 
in the city for 18 years. 





Life Agency Notes 


J. E. Zangmaster has been appoint 
district manager of the United Mutu 
Life at Columbus, O., in charge of cel- 
tral Ohio. 

E. E. Wheeler, formerly with the Mu 
tual Benefit Life in Milwaukee, has bee 
named district manager for souther 
Wisconsin, with headquarters a 
ville. 

The John Hancock Mutual Life 
established a district agency at Burling 
ton, Ia., with W. P. Baker, for 20 year 
with the Equitable Life of Iowa, as dis 
trict manager. 
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NEWS OF THE COMPANIES 





Some of Business Taken Over 


Partial Reinsurance of Mississippi Valley 
Life with American Life & Accident 
Is Effected 


ST. LOUIS, May 19.—-Under a rein- 
surance contract approved by Circuit 
Judge Nortoni of St. Louis, Mo., the 
American Life & Accident of St. Louis 
has insured about $14,000,000 of the 
business of the Mississippi Valley Life, 
which is now being liquidated by the 
Illinois department. The reinsurance 
contract was approved by Superinten- 
dent Thompson of Missouri and W. 
E. Caulfield of St. Louis, co-receivers 
in Missouri, and by the Illinois receiver, 
Alvin S. Keys of Springfield, III. 

The American Life & Accident takes 
over the industrial and ordinary business 
of the former First National Life of St. 
Louis, which was merged with the Mis- 
sissippi Valley Life in September, 1931. 
As of Dec. 31, 1931, the Mississippi Val- 
ley Life had $5,319,242 of industrial or 
weekly premium insurance and $25,054,- 
664 of ordinary insurance. All the in- 
dustrial business is included in the busi- 





ness taken over as of May 14 by th 
American Life & Accident. 

That company assumes all of | 
former First National business on w! 
there are no claims for death or ¢ 
ability or in default because of no* 
payment of premiums. No paid up © 
extended term policies were taken ove 
in the deal, but such policyholders hat 
the privilege of obtaining term insuran 
from the reinsurer. 

The American Life & Accident @ 
agrees to accept term insurance a og? 
tion from the Mississippi Valle 
policyholders with extended term 
paid up policies for the amount of th 
insurance without medical examinati 
provided they apply for the new Pe" 
cies within 30 days. It is also provie 
that the reinsuring company will re 
state any industrial or ordinary ™ 
policy now in default for non-pay™ 
of premiums within one year, on Pé" 
ment of the delinquent premiums. 

There is also a provision for a ™ 
on the policy reserves of the imsuft 
business to run for five years, rest? 
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and cash surrender privileges po 
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loring to reinsure the rest of Mississippi 
Valley's ordinary business but has en- 
countered some difficulty because the 
business taken over in the reinsurance 
of the People’s Life of Chicago carries 
a heavy lien on the policy reserves. 
Business reinsured for the Two Repub- 
lics Life of El Paso is also included in 
the business remaining with the Missis- 
sippi Valley. 





Merger Program Is Revived 


New Officers, Directors Elected for Chi- 
cago National Preliminary to Rein- 
surance in Pacific States 


An effort is being made to revive the 
slan for reinsurance of the Chicago Na- 
, Life into the Pacific States Life 
Hollywood. Negotiations were 
started some time ago and then the an- 
nouncement was made that the deal had 
heen abandoned, but President W. L. 
Vernon of the Pacific States went to 
Chicago a week or so ago and is now 
attempting to complete arrangements. 
\s a preliminary move, a new set of 
officers and a new directorate for the 
Chicago National Life have been elected. 
The new president is Frank S. Heile- 
mann, who was president of the Great 


tional 


American Casualty, which was taken 
over by the Pacific States. He is also 
resident vice-president of the Pacific 


States in charge of eastern territory. 

James M. Crume, who has a general 
brokerage business at Chicago, and has 
een connected with a number of com- 
panies, is first vice-president; R. O. 
Longnecker, second vice-president; A. 
\. Simpson, secretary, and G. H. 
Braasch, assistant secretary. 

The Chicago National has been un- 
der the control of A. L. Whitmer, who 
also operated the United States General 
Agency Corporation, which was an 
agency company in connection with the 
Chicago National. The contract of this 
concern has been canceled. 

The proposat is to take care of Chi- 
cago National stockholders by giving 
them one share in Pacific States for 
every share of Chicago National held. 
The Pacific States has about 400,000 
shares authorized but not issued. It is 
likely that if the deal goes through, the 
Chicago National will be a nucleus for 
quite a branch office of the Pacific States 
in Chicago. 


Reece Will Amend Petition 


Reference to Great Southern, South- 
western, Inserted by Inadvertence, 
Tennessee Commissioner Says 








Commissioner Reece of Tennessee has 
advised President E. P. Greenwood of 
the Great Southern Life that the peti- 
‘on lor receiver for the Missouri State 
Life will be amended so as not to cast 
reflection on the Great Southern. The 
original petition alleges that certain 
Great Southern stock held by the Mis- 





souri State as collateral for loans is “of 
questionable value.” 
Similar action was promised in re- 


gard to allegations affecting the South- 
western Life of Dallas. 

Reece wired Mr. Greenwood: “Part 
of bill wherein it says said stock of 
Great Southern Life is of very question- 
able value will be eliminated by petition 


to court this week before hearing is 
held.” 
Reece, Mr. Greenwood reports, has 


communicated with Commissioner Tar- 
ver of Texas, stating that reference to 
the Great Southern was inserted inad- 
vertently by someone in the attorney 
general’s office, and was not intended. 

“The Great Southern,” Mr. Green- 
wood asserts, “never has borrowed from 
Missouri State or any other life com- 
pany. Furthermore, Great Southern 
owns no stock of any other life company 
and no other life company owns any 
stock of Great Southern.” 

President T. W. Vardell wired Com- 
missioner Reece, demanding a retraction 
of his statements regarding the financial 
condition of the Southwestern, stating 
that its surplus to policyholders ig more 
than $5,000,000 and that “there has 
never been the slightest criticism of the 
methods, financial condition or securities 
in which its funds are invested, by the 
insurance department of Texas or any 
other state.” 

The commissioner in his reply said 
that “the part of bill to which you ob- 
ject was an inadvertence on the part of 
counsel” and will be corrected. 


Many .300 Hitters in Swat 
Fest for McLain, Guardian 


The baseball contest of the Guardian 
Life in April in honor of Vice-president 
J. A. McLain resulted in the qualifica- 
tion of 20 percent of the players as .300 
hitters, having produced at least eight 
applications. Twenty percent more 
agents reached the goal than for Mc- 
Lain month last year. 

Pennant winners in the six divisions 
were New York (McNamara), St. Paul, 
Indianapolis, Hartford, Tulsa. Fort 
Smith and San Francisco were tied. 

Champion was R. A. Truebey of 
Fargo with 37 hits, or applications; sec- 
ond, A. L. Beck, Buffalo, 30 hits; third, 





L. E. Holland, Fargo, 27 hits; C. T. 
Ballew, Kansas City; W. A. Derse, Mil- 
waukee, and J. K. Biddle, Pittsburgh, 


26 hits each. 


New York Company Reinsured 


All outstanding risks of the Guaranty 
Life of New York have been reinsured 
with the Manhattan Life. The former 
company, organized in 1930 as running 
mate for the United Thrift Plan, oper- 
ated only in New York and New Jersey. 
What its future is to be will be deter- 
mined once general business conditions 
approach normal. 


Henry Bruere, president of the Bow- 
ery Savings Bank of New York City, has 
been elected a director of the New York 
Life. 














AS SEEN FROM NEW YORK 





By R. B. 
SIMON SUCCEEDS FELL 


_ Lawrence E. Simon, leading producer 
to ES Fell agency of the Massa- 
will Ss Mutual Life at New York City, 
,. Succeed Mr. Fell as general agent. 
the seange will take place July 1. In 
MEE pe sana y Mr. Simon has gone on 
the. — _Mr. Fell has been prom- 
agent n = insurance, starting as an 
City * the Mutual Life in New York 
in the F - “mon entered the business 
ell agency in 1915. 
* * x 
MANAGER 


L. E. 


< OK 
DEVITT MADE 
F. H. Devitt. 
ager, has been 
ager of the 
® Partment of 


assistant agency man- 
nN appointed agency man- 
New York metropolitan de- 
the Equitable Life of New 


* 


MITCHELL 





| York to succeed the late L. C. York. 
Mr. Devitt started as an agent with the 
Equitable in 1913. He became a large 
personal producer. In 1922 he went with 
the Hollander agency and three years 
later he was appointed assistant agency 
manager of the York agency. 
* * x 

AGENCY TITLE CHANGED 

In view of the retirement of G. C. 
Wells from the Wells & Connell agency 
in New York City for the Provident 
Mutual Life, the office will now be 
known as the Clancy D. Connell agency. 


Vice-President R. A. Ryan, Western & 
Southern Life, has sailed for a _ five 
weeks’ vacation from New York through 
the Panama canal to the Pacific coast. 
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PROGRESSIVENESS 


SPECIAL FORMS TO MEET 
PRESENT DEMANDS 
10-YEAR Modified Whole Life 
20-YEAR Modified Whole Life 


WHOLE LIFE SPECIAL 
20 PAY LIFE SPECIAL 


and others 











A policy for Every Man, 
Woman and Child 
Ages 0—60 


FRANK F. EHLEN, 
Director of Agencies 


JOHN M. HULL, 
President 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 1872 
452 Delaware Avenue Buffalo, N. Y. 
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Twenty-five years of 
continuous service to 


agents and policyholders 
1932 business, 4 months, 30% 
ahead of 1931 


A 6.4% increase in 1931 paid 
business 





HOME OFFICE 


NORTH AMERICAN = Unquestioned strength 
“— Actively controlled and managed 


Prospective Agents by its founders 
interested in our 
contract should 
write direct to the 
Agency Dept. at 
the above address. 


We would like to tell you why this company 
continues to forge ahead and show how 
a North American contract will help you. 






NORTH AMERI 


E. S. Ashbrook 
President 


Paul McNamara 
Vice-President 





John H. McNamara 


Founder 
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1887 


1932 


45th ANNIVERSARY 


Forty-five years of growth! 
Each succeeding year adding to 
the financial strength and scope 
of service to the insuring public. 
The Bankers Life of Nebraska 
has builded firmly on the bed- 
rock fundamentals of careful 
selection of risks, conservative 
investments and economic man- 
agement until today it stands 
high among the leaders of the 
American life insurance com- 
panies. 


We invite correspondence from 
men of ability who are unat- 
tached. General Agency open- 
ings available in Ohio, Pennsyl- 
vania, Illinois, Iowa and Mis- 
souril. Write 


A. B. Olson, Manager of Agencies 


Bankers Life Insurance Company 


of Nebraska 


Founded in 1887 


Home Office—Lincoln, Nebraska 


























The 


Insurance Company 


Home Office, Jersey City 


Operates under the supervision of the 


Insurance 
New York, 


Colonial Life 


Assets 
Over 16 Million Dollars 
of America Insurance in Force 
Over 120 Million Dollars 
New Jersey 


Good Agents Can 
Make Money 


Departments of New Jersey, 
Pennsylvania and Connecticut. 


man in the 
ask himself where he is going in 1932. 




















Organized 1870 


MUTUAL LIFE INSURANCE COMPANY 


of Baltimore 


Home Office: Charles & Chase Sts., Baltimore, Md. 


NON-PARTICIPATING 


PARTICIPATING ORDINARY 


INDUSTRIAL 





















Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newspaper. 





AMONG COMPANY MEN 





Liberty Life Advances Wills 


Promoted from Superintendent of Agen- 





cies to Agency Vice-President of 
Topeka, Kan., Company 





The Liberty Life of Kansas announces 
the promotion of E. C. Wills 
agencies to 


superintendent of 











E. C. WILLS 


vice-president. This advancement was 
made in recognition of the work of Mr. 
Wills in connection with the large in- 
crease in new business made by the com- 
pany during the extremely difficult 
period of the past few years. 

Mr. Wills was placed in charge of the 


agency department three and one-half 


years ago. Each year since has shown 
a material gain in production. 
the company closed the first four months 
with 76 percent increase in new busi- 
ness over the same period last year. The 


company is fast developing the unoccu- 


from 
agency 


This year 





—_—_<—__ 


pied territory in the ten states in which 
it operates. 





Scranton Life Promotes 


Merriman and McDonald 





Robert Merriman has been given t 
title of vice-president as well as actuar 
of the Scranton Life. At the same tiny 
John J. McDonald was made assistan 
treasurer as well as assistant secretary 

Mr. Merriman joined the Scranto 
Life in 1911 and later attended thy 
Wharton School of Finance. He was 
appointed actuary in 1920. 

Mr. McDonald joined the Scranton 
Life in 1914. He also later attended th. 
Wharton school. In 1930 he was : 
assistant secretary. 


Lashley Heads New Group 





KANSAS CITY, MO., May 19~ 
David E. Lashley, Business Men's As- 
surance, was elected president oi 


Home Office Life Underwriters Club 
Kansas City at its organization meeting 
last week. C. J. Schultz, Federal Re- 


serve Life, was elected vice- ~president 
K. W. Wood, American Savings Li 
second vice-president; Miss L. L. it! 
National Fidelity Life, secretary, and 
David B. Alport, Business Men's Assur 
ance, treasurer. 

The club will promote sound under- 
writing and has 30 members. It will 


meet once a month. 


O. O. Black Resigns 


Ormond O. Black, assistant secretary) 
of the Protective Life, Birmingham, has 
resigned to become manager of radi 
station WAPI. 





sociation of Life Underwriters. 


Dr. Russell Succeeds Snyder 


Dr. S. J. Russell, medical director, 
has been elected a director of the 
United of Chicago to succeed Harr 
Snyder of Snyder & Hay, investmen 
firm. 

















NEWS OF LIFE 


ASSOCIATIONS 





Self-Analysis Is Essential 





Every Man Must Know Where He Is 


Going, C. V. Anderson Says in 
Indianapolis Address 





INDIANAPOLIS, March 19.—An 
appeal for constructive cooperation 
among life underwriters was made by 
C. Vivian Anderson, first vice-president 


of the National Association of Life Un- 


derwriters and million dollar producer 
of the Provident Mutual in Cincinnati, 


at a meeting of the Indianapolis Asso- 


ciation of Life Underwriters Monday. 
Mr. Anderson said it is up to every 
business to stop and 
many of the 


Financial statements of 


leading industrial and other institutions 
of the country look bad on paper today, 
he said, but many of these are submit- 
ting their problems to their research de- 
partments and it can be expected that 
they will come out of the depression in 
a strong position. 


Must Analyze Problems 


“You've got to set up in yourself a 
research department,” he said. 
your problems and 
whom you come in contact. Throw 
jibe with. Don’t waste time on them. 
We should check up on ourselves and 
find out why we are not doing the 











business we should be doing. We should 


“Analyze 
the people with 


out prospects you can’t get along or 





hold our own with other professions in 
our civic consciousness.” In line wi 
this thought he told of a regular team 
that is maintained by life underwriters 
in Cincinnati which works together 
every year in community fund drives 
and turns in from a tenth to a sixth ol 
the total subscription obtained. “We 
want to show that we can do as good 
a job as anyone,” he said. “This gives 
us an important part in community ai 
fairs.” 

A number of C. L. U. graduates were 
present and he urged that as many 4 
_— should take the course and qual- 
iy. 

: “Ten a Day” Idea Fallacious 

The plan of simply calling on ten pet 
sons a day, with the idea that this wi! 
bring success, is a fallacy, in Mr. Ar 
derson’s opinion. He believes in start 
ing the day with a list of persons % 
call on and then try to get as many it 
terviews as possible. He described 
briefly the value of the use of the idea 
of making a will as a help to selling life 
insurance and advised a thorough stud) 
of the statutes governing wills. Suc! 
knowledge can be put to excellent ust 
not only with prospects for largé poli- 
cies but for small policies as well. 
have a definite appointment with a pro> 
pect is important. Appointments ma) 
be made by phone and should be 10° 
lowed up as soon as possible after 
call. . 

At the close of his address he use¢ 


the blackboard to demonstrate how h¢ 


He was, until his resig- 
nation, secretary of the Birmingham <As- 
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often makes sales by use of three by 
five cards and a pencil. t 

Announcement was made of a big 
juncheon to be given in honor of Elbert 
Storer, president of the National Asso- 
ciation of Life Underwriters, next Fri- 
dav noon, sponsored by the Indianapolis 
Chamber of Commerce. The state bank- 
ers’ association, which will be in session 
on that day, will attend in a body and 
all life underwriters were urged to at- 
tend and bring one or more prospects. 


Schriver Tells Princigles 
That Contribute to Success 





Lester O. Schriver, general agent at 
Peoria, IIL, for the Aetna Life, and sec- 
retary of the National Association of 
Life Underwriters, recited in his address 
before the West Virginia Sales Congress 
some of the principles which contribute 
to success in any business, and life in- 
surance selling particularly. Indomitable 
courage, he listed, as well as plain horse 
sense, selection of promising ventures, 
knowledge of when to get out of a los- 
ing venture, utilization of competent 
personnel, acting under known authori- 
ties, keeping adequate records, enforcing 
operating ratios, reducing expenditures, 
paying debts, planning work at least a 
year in advance, rendering a service and 
maintaining ideals. 

* * * 

Bridgeport, Cenn.—C. B. O'Connell, 
leading producer for the Aetna Life, who 
is attached to the Brooklyn agency, ad- 
dressed the Bridgeport association at its 
last meeting. He said that he writes 
most of his business in the evening, 
inasmuch as most of his prospects are 
in the small suburban communities of 
Long Island. It is necessary for him 
to see his prospects when they return 
to their homes from business in New 
York City. 

Mr. O'Connell advocated the cultivation 
of a pleasant manner, saying that it is 
easier to get an application with a 
smile. 

* * * 

Lincoln, Nehb.—President H. L. Reed of 
the Lincoln association is planning to 
enlist other local associations through- 
out the state in agitation in behalf of 
an agent's qualification law. He was 
prompted by the discovery that 1,026 life 
agents’ licenses are held in Lincoln, an 
increase of more than 400 during the 
past year, 

* * * 

Jackson, Mich.—The Jackson associa- 
tion at its meeting welcomed a group of 
new members and announced an increase 
of 30 percent in active membership. 
This brings the total increase over 1931 
membership to 45 percent, in the face of 
100 percent increase in dues for 1932. 

It was announced also that a very 
large proportion of the active agents in 
Jackson and vicinity have signed a 
pledge binding themselves to avoid de- 
structive and disturbing statements re- 
garding the financial condition and man- 
agement of life companies. 

x * * 

Oklahoma City—More than 150 mem- 
bers of the Oklahoma association heard 
Jack Neil, agency director Seaboard 
Life, Houston, Tex., tell “How I am go- 
ing to make 1932 a better year.” He 
gave three methods he would adopt to 
accomplish this purpose: (1) To believe 
in life insurance and make a practical 
demonstration of this by owning life 
insurance; (2) to couple religion with 
selling life insurance, and have some- 
thing within that responds to the beauty 
in life; (3) to do something about the 
g£00d things one hears, beside sitting and 
applauding. 

Officers will be elected at the 
meeting. 


June 


* * * 

Richmond, Va.—G. H. Harris, supervi- 
sor of field service Sun Life of Canada, 
speaking at the May luncheon-meeting 
of the Richmond association, said life 
insurance is the only thing sold in Amer- 
ica which has not depreciated in value 
in the last three years. 

“This is the day for life insurance, its 
freatest opportunity,” he said. “Life 
Msurance was devised and developed to 
compose the anxieties of people. It has 
met every obligation through wars, 
Plagues and times of depression and 
Stands as firm as a rock today.” 

x * * 

Wichita, Kan.—The Wichita associa- 
tion gained 28 new members at its meet- 
ing last week. The membership com- 











mittee expects to stretch this to 40 by 
June 1. The guest speaker was Chester 
QO. Fischer, St. Louis general agent Mas- 
sachusetts Mutual. About 100 were in 
attendance. 

x *k * 

Oregon—J. B. Macken, Mutual Life of 
New York, was elected president of the 
Oregon association at the annual meet- 
ing in Portland. B. I. Elliott, Massa- 
chusetts Mutual, was named vice-presi- 
dent and J. W. Farrell, New York Life, 
secretary-treasurer. B. Drummond, 
Equitable of New York; Ronald C. O’Con- 
nor, Reliance Life; F. W. Whalley, State 
Mutual, and A. C. Longshore, New Eng- 
land Mutual Life, are the new members 
of the executive committee. 

A determined campaign is being con- 
ducted by the association to secure the 
attendance of many local members at 
the annual convention of the National 
association in San Francisco. 

aS aR *K 

Dayton, 0.—At the Dayton sales con- 
gress Wednesday speakers included C, 
Vivian Anderson, Cincinnati; Miss Clara 
McBreen, Cincinnati; R. W. Moore, Co- 
lumbus; L. O. Schriver, Peoria, Ill, and 
John Morrell, Chicago. 

x * * 

Montreal—L. C. Roth of Buffalo, Mu- 
tual Benefit, addressed the Montreal as- 
sociation on “The Life Insurance Man 
Organized,” at a luncheon meeting. 


Coloradeo—A sectional meeting of the 
Colorado association was held at Fort 
Collins May 14, being attended by gen- 
eral agents and representatives from 
Boulder, Greeley and Fort Collins. A 
delegation of 23 general agents and rep- 
resentatives from Denver also attended. 
Ed. A. Schlichter of Fort Collins led a 
round table discussion which dealt ex- 
tensively with the conservation of busi- 
ness heavily encumbered with policy 
loans. S. G. Curtis was toastmaster at 
the dinner, attended by 85 men and 
women, 

ste ste ate 

San Francisco—Members of the San 
Francisco association have voted to con- 
tinue present officers in office until the 
end of this year, the vote being taken 
by postal card ballot. This action was 
in accordance with the request of the 
National association. Ben F. Shapro, 
aggressive and active president the past 
year, will therefore be the host at the 
August gathering of the National asso- 
ciation. Otto L. Zeus, co-chairman of 
the national convention executive com- 
mittee, will remain in office as first vice- 
president of the San Francisco associa- 
tion. 

W. B. Bailey, economist of the Travel- 
ers, addressed the United States Cham- 
ber of Commerce in San Francisco and 
a joint meeting of the San Francisco 
and East Bay associations the evening 
of May 16. He discussed “Life Insur- 
ance—the Great Stabilizer,” laying parti- 
cular emphasis on the investment side of 
life insurance and the part it is playing 
in present economic conditions. 

More than 750 underwriters from both 
sides of the bay attended the meeting, 
which served also as the 17th session of 
the training course conducted by the two 
associations. 

x * * 

Jackson, Miss.—Vernon E. Holleman, 
Home Life of New York, was elected 
president of the Jackson association to 
succeed E. H. Hix, Mutual Benefit Life. 
Resolutions of appreciation of the ad- 
ministration of Mr. Hix were adopted. 

Other officers elected were: Dr. H. M. 
Faser, Penn Mutual, first vice-president; 
Robert Gandy, Commonwealth Life, sec- 
ond vice-president; Carleton Stevens, 
Columbian Mutual, secretary-treasurer. 
The executive committee includes Mr. 
Hix: Jack Reeves, Standard Life; T. B. 
Abernathy, Mutual Benefit Life; E. M. 
Barber, Equitable Life, New York; Rex 
B. Magee, Lamar Life, and E. Golden, 
New York Life. 

* * * 

Milwaukee—The next meeting of the 
Milwaukee association will be held May 
26. It was regularly scheduled for May 
19, but was postponed one week, as sev- 
eral of the officers of the association 
have been out of the city the past week 
or ten days. 

*x* * * 

St. Louis—-Norman R. Hill, special 
agent in St. Louis for the Northwestern 
Mutual Life, spoke before the St. Louis 
association May 19 on “Why I Sell Life 
Insurance.” 

Mr. Hill came to St. Louis but a few 
months ago from Pittsburgh, but has 
been in life insurance for about 12 
years. For years he has been outstand- 
ing in the Northwestern Mutyal’s ranks 
as a personal producer in Williamsport, 
Pa., later in Pittsburgh and now in 
St. Louis. 
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Powerful Backing 


for General Agents and Field Men of the 


United Mutual 


Life Insurance Company 


ENERAL AGENTS and Field Men who affiliate themselves 

yith United Mutual are assured of maximum support and co- 
United Mutual offers one of the soundest financial state- 
Its safeguarded 


operation. 


ments to be found in the insurance field today. 
policies are outstanding in the confidence which they inspire in these 


days of careful scrutiny by purchasers of insurance. 


United Mutual plans of every type are being placed before the pub- 
lic through powerful national advertising. This advertising is open- 
ing the way for increased United Mutual business in every section 


of the country. 


There are United Mutual openings for capable men in many terri- 
Personal interviews will be arranged with qualified appli- 
cants. Give complete information as to your record and ability, in 
All correspondence will be held in strictest 


tories. 


your first letter. 
confidence. 


United Mutual 


Life Insurance Company 
Harry Wade, President 


941 North Meridian St. 
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VISUAL SALES TALKS 


The day is past when life insurance men are sent 
out to get business equipped only with a rate book 


and some application blanks. 


In addition to the 


junior and senior training courses, Provident rep- 
resentatives have at their disposal a new series of 
visual sales talks that are geared to the times in 


which we live. 


Here is another tool that means 


extra commissions for ambitious Provident men! 


Provident “Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 
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PROTECTION 


SOMETHING NEW rar IS NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 
LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 


Ten East Pearson Street : : Chicago 
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N UNUSUAL CONTRACT 


will be offered to 


N UNUSUAL MAN 


WHO —will WORK 


—can organize 
—needs no drawing account or 
salary 
—needs no office expense 
BUT WHO will accept Home Office help in the appointment 
of new Agents under him for whom he will not be responsible finan- 
cially and yet on whom he will receive overwriting Commissions as 
high as $4 per thousand and long time Renewals. 





is a producer 
—is, of course, honest 
—has three years of experience 
—needs no financing 
—is seeking opportunity 


Has over $135,000,000 in 
force. 

TERRITORY—The Company 
desires especially to de- 
velop Indiana, Illinois, 
North Carolina and Texas. 


ASSISTANCE—Experienced 
field men to help the man 
selected to build a real 
agency in which the Re- 
newals are NON-FOR- 
FEITABLE. 


THE COMPANY—is rated 
"A" by Best. Its rates for 
Insurance are extremely 
low. 


(Age 35 Ordinary Life 
Net Cost First year 
per thousand $17.85) 


It writes all latest forms— 
Participating only—includ- 
ing an improved Family In- 
come form; also Juvenile. 


We want an UNUSUAL Man 


UNLESS you have no present connection, or you have a real reason for leaving 
your present connection and are not at fault yourself, we are not interested. 
Write fully about yourself. We will not communicate with references until after 
interview. Write W-25, The National Underwriter. ‘ 
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| New Policies, Premium Rates, Dividends, Surrender 
| Values and all Charases in Policy Literature, Rate 
| Books, etc. Supplementing the “Unique Manual- 
| Digest,” publis annually in May at $5.00 and the 
| “Little Gem” published annually in March at $2.00 
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New England’s New Annuities 


Conservative Company Meets Popular 
Demand with Two Income Contracts 
Having Flexible Maturities 


The New England Mutual has brought 
out two annuity contracts, an annual 
premium retirement annuity providing 
a monthly income beginning at an 
optional retirement age ranging from 50 
to 70, and a single premium joint and 
survivorship annuity. 

The retirement annuity follows the 
usual form, the first option being a life 
annuity guaranteeing a maximum 
monthly payment without refund; sec- 
ond option, continuation of annuity pay- 
ments in case of death of annuitant after 
first annuity payment is made, until the 
sum of all payments equals net cash 
value applied to purchase of the annu- 
ity; third option, a life annuity with 
instalments guaranteed for 10 years, and 
for life. Waiver of premium and double 
indemnity will not be issued with the 
contract. The minimum annual premium 
is $50 and maximum on any life, $5,000. 

Annual premium of $100 buys annui- 
ties starting at ages 50, 55, 60, 65 and 
70, which give monthly payments as 
follows: 

Option A—Income Starts 
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Lincoln National 


The Lincoln National Life will now 
consider on a non-medical basis appli- 
eants for single premium endowment 
policies, to age 55 as follows: Endowing 
in two to five years, maximum $10,000; 
six to 10 years, maximum, $7,500; 11 to 
15 years, maximum, $5,000. The com- 
pany reserves the right to request medi- 
cal examination of any applicant. 


Continental Life, St. Louis 


The Continental Life of St. Louis has 
announced that hereafter no disability 
feature of any character will be granted 
to female applicants for life insurance. 


Maryland Life 
The Maryland Life, in view of existing 
conditions, has deemed it wisé to make 
a slight reduction in dividends for the 
year beginning April 1. The reduction 
ranges from 10 to 12 percent, the larger 
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COATES & HERFURTH 


CONSULTING ACTUARIES 
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ILLINOIS 


DONALD F. CAMPBELL | 
CONSULTING ACTUARY 
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L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 




















J. Charles Seitz, F. A. 1. A. | 
CONSULTING ACTUARY 

Author “A System and Accounting fer a Lites 
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Consulting Actuary 
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ALEXANDER C. GOOD 
Consulting Actuary 
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EW YORK 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 











500 Fifth Avenue New York City 
ATTRACTIVE 
2 PICTURES AND 
SALES CAPTIONS 
that help you sell more 
insurance 
Send 10 cents today and get a sample 
of the NEW 1933 National Under 
writer Insurance Calendar, A-1946 In- 
surance Exchange, Chicago. 
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Best Sales ‘Talk Is Presentation 
of Simple Picture of What Life 
Insurance Really Is, Gray Says 


The best sales argument is presenta- 
tion of a simple picture of what life 
insurance really is, according to A. E. 
N. Gray, assistant secretary of the 
Prudential, who addressed the sales con- 
gress at Baltimore. 

Mr. Gray constructed a picture of that 
kind. To accumulate a certain amount 
of money in a certain number of years 
by means of a savings account earning 
compound interest, the deposit of a 
certain amount of money each year is 
all that is necessary. That is an at- 
tractive idea but if the depositor dies be- 
fore his account is completed, his family 
will receive only the amount that is in 
his account when he dies. 

But if he and all the others who have 
savings accounts in the same institution 
agree that as each man dies, the sur- 
vivors will take enough money from 
their own savings accounts to complete 
the account of the man who has died, 
the only wnattractive feature would be 


that the younger men would be at a 
disadvantage. That defect, however, 
could be remedied by dividing the 


savers into age classes. 


May Increase Amount or 
Number of the Deposits 


Then by increasing the amounts of 
the annual deposits or by increasing the 
number of years during which deposits 
will be made, the survivors will get the 
money back into their accounts to make 
up for what is taken out each year to 
complete the savings of those who die. 
3y increasing the annual deposits, the 
endowment plan appears and by in- 
creasing the number of deposits the 
whole life or longer term endowment 
plan is entered into. 

“To me,” Mr. Gray said, “that’s not 
only a simple picture of life insurance, 
but it’s also an attractive picture that 
is actuarily correct. 

“Having a simple picture of life in- 
surance, the next essential is a simple 
picture of salesmanship,” he said. The 
tlements that go into a sale, he said, 
are interest, desire and action. 





“Then an organized knowledge of 
what the agent is to say to the pros- 
pect is necessary. 

“We are coming to a realization of 
the effectiveness of the organized sales 
talk, not only as a means of making 
prospects buy, but also as a means of 
making agents sell,” he said. 


Asks Doctor: “Will You Be 
Pensioned by Patients?” 


Mr. Gray told of an agent who was 
slow in getting started, and hesitated 
to approach his friends for business. He 
told Mr. Gray that a doctor friend of 
his was probably in the market for life 
insurance, but he was afraid to call on 


him. Mr. Gray suggested that the 
agent approach the doctor with the 
question: “Have you ever heard of a 


doctor being pensioned by his patients?” 
There would be only one answer and 
Mr. Gray instructed the agent to say: 
“Isn't it perfectly obvious then, that the 
pension must come from some other 
source?” Having obtained an affirma- 
tive answer, the agent was instructed to 
suggest an endowment at age 60 or 65 
with the continuous monthly income 
settlement option. 

That demonstrates, according to Mr. 
Gray, that the agent who knows life in- 
surance as a combination of investment 
and protection finds his field of pros- 
pects suddenly enlarged, and the agent 
who is prepared to arouse interest 
doesn’t have to depend for his pros- 
pects on people who are already in- 
terested. 

Mr. Gray said that very often an 
agent is confused by the blunt question 
of the prospect: “Why should I buy 
life insurance?” An effective answer is: 
“Why do you save money?” 

The quotation of a premium, far from 
creating desire, is the best way to kill 
it, he said. The best way to create 
desire is to show the prospect how 
much it will do and how it will do it, 
and how little it will cost. That’s where 
the ability to give a prospect a simple 
understandable picture of how a life 


! insurance policy operates is useful, he 
said. 

“When your prospect is ready to learn 
what it costs, you will be in a position 
to say, ‘The $10,000 that you will re- 
ceive when you are 60 years old is your 
own $10,000 which you have accumu- 
lated by means of the investment ac- 
count. The assurance that the full $10,- 
000 would have been paid to your family 
if you had died, even in the first year 
will have cost you less than the in- 
terest on your money.’ ” 

The hardest part of a sale is that in 
which the element of action is injected. 
The emotion of ambition, pride, love, or 
even fear should be appealed to. “Don’t 
forget,” he said, “that the part of you 
that makes you want to protect your 
loved ones is that part of you which 


ancestors. The life insurance policy with 
which I keep the wolf from the door 
is simply the modern version of the 
club with which my savage ancestor 


his cave.” 
Relating of Agent’s Own 
Story Often Effective 


“Often the emotional appeal 
made _ effective by telling a 
sometimes the agent’s own story,” 


can be 
story, 


he 


said. “Any story that makes you want 
to sell life insurance will make the 
prospect want to buy it,” he said. Mr. 


Gray related such a story, as follows: 
“In the Marin county poor house in 
California a tired old lady, 88 years old, 
was sitting with a group of others 
listening to a nation-wide radio broad- 
cast of old fashioned hymns. Suddenly, 
this announcement came over the radio: 
The next hymn we shall sing will be 
that grand old hymn, ‘When the Mists 
Have Rolled Away,’ by Annie Herbert, 
and we are going to dedicate the sing- 
ing of this hymn to her, wherever she 


may be. The tired old lady straight- 
ened up. As she listened to the singing 
there was a smile on her face and a 


brightness in her eyes that hadn’t been 
there for many years. A few days 
later, when they went to arouse her in 
the morning, they found that during 
the night, ‘the mists had rolled away.’ 


She was Annie Herbert Barker, the 
author of the hymn.” ; 
“That’s why you should buy insur- 





ance,” he concluded. 


has come to you from your prehistoric | 
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Finds Those With 
Buying Capacity by 
Making Inquiries 








Ernest B. Houghton, head of the west 
central New York department of the 
Guardian Life with headquarters at 
Rochester, reported at the New York 
State sales congress at Buffalo a suc- 
cessful method for finding prospects 
with the capacity to buy these days. 
He asks everyone who calls at his of- 
fice, everyone he calls on, and everyone 
he meets: “Whom do you know who 
made much money in 1931 as in 
1930, and whom do you know who made 
more money in 1931 than in 1930?” 
Mr. Houghton said that he finds many 
good prospects by this simple method. 
He said that he has written a dozen con- 
tracts through leads secured by asking 
this question. 

In soliciting men of substantial in- 
come, Mr. Houghton said he uses the 
method of asking whether it is fair to 
their families to a high scale 
of living, without providing them with 
means to adjust themselves gradually 
to a lower scale in the event of death. 
The family should be given an oppor- 
tunity to “walk downstairs and not 
be placed in a dumb waiter and dropped 
into the cellar,” he said. 


as 


Popular or a Nuisance 


Another point that Mr. Houghton 
makes is that an income in old age is 
the difference between “popularity and 
being a nuisance.” The minimum re- 
quirements for old age is $10,000, he 
said. “The old boy with $10,000 can 
pay his own board, buy his own smokes 
and live where he likes,” he said. “He 
has income and he has principal to pass 


on to those who treat him nice. But 
the old boy broke does a lot of un- 
welcome visiting to the John’s, the 


Bill's and the Jim's.’ 

“A spirit of courteous independence ts 
the biggest asset an underwriter can 
have,” Mr. Houghton declared. “Pass 
the problem of underwriting life’s prob- 
lems to your prospect. I say to my 
prospect: ‘This is your problem, not 
mine.’ ” 





Finesse-- 








The trembling timidity of Mr. - 
low optimist, neither is it cause for hysterical grief on the part of the professional dollar-puller. 


calmly, dispassionately—why shouldn’t money be shy and difficult to cajole into the light of day? 
shrink from strangers after the bitter beatings our speculation-crazed wealth has endured? 


These fear-ridden, cowering dollars must be treated with delicate finesse, instead of blatant ballyhoo and foree, if 
their retreats and go back to work safely—free from restiveness. 


they are to emerge from 
guiding hand of helpfulness to men and women who seek the ideal conservative route to 


ties offer the sympathetic, 
sound investment and independent old age. 
And the new American Central Endowment Certificates are the last word in safety for the small or large buyer who 
wants all the security of life insurance, without a long-term commitment on his part. 


Average Man’s dollar in these chaotic days is no fit subject for the lampoons eof the shal- 
Looked at sanely, 


Why shouldn't it 


Life insurance and annui- 
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Warning aati al be all too easy to overlook this, 


, when the evils of the conditions 
Before Actuaries are vividly before us is the time for 


” seeking the remedy. 
I 7 efer 7 ed Policies at (CONTINUED FROM PAGE 3) : 


tenance of a sufficiently liquid provision 
Preferred Rates for to — this p pocetbiliny. If . ees mee rg 08 
up does occur and if the period in which 
it occurs is one in which the opportu- in e ire usiness 
° nities for investment are particularly (CONTINUED FROM PAGE 3) 
Preferred Risks good, the company is deprived of its | acknowledged there are an increasing 
fund for investment by these demands] number of financial and speculative 
for cash and so is not able to take ad-| (2.6. The ratio of rejections, while og 
vantage of the opportunity ae ™ | the increase, is not due to a tightening 
have been featured by ay | that it otherwise would be. _|up of underwriting rules, Mr. Shepard 
f, further, the call for cash for loans 
; : + sage aas: ol contended, but to the type of cases syb- 
° ° ° and cash surrenders is at a minimum cited te anid that ae of a 
this company since its when investment opportunities are also tg oo oe 8 Oey eC oe 
ne Abe: ve have the situation | ©/#i™s suggests an increasing selection 
i i i 1907 chat ihe Sameer te compelled to in- against companies. 
organization 1n . sant Gh tiie takes Rees Mienk cond Oe Bw ws onsd ae oe trend 
opportunity for investment is cut down pale ony a ype Population has 
. at the most favorable time. niaed Se ir bee * 
Agency openings are Cites Inconsistent Situation ing the last few years. “When the ma 
: . “4 . “Again, in some cases if all expenses of business activity and death rates in 
available In Illinois, incide nt to its issuance and the risk that the l nited States registration area for 
I di Mi hi d a nor —— are aanese up —? se po open cada mg it is 
the policy, the surrender value may De @ S s Ss yity decreases 
2 sana, < = an anes than it has contributed to the noone does oe However, in- 
a e wnnany.” sured lives are affected in a different 
Missouri. ” i. said legislation has re-| manner than the general population 
quired that loan values, and thus in- | This is due to the control exercised by 
directly cash values, can not be less | insured lives over their own future life- 
than the minimum stated in the statute. | time, he declared. 
This legislation unquestionably was with Mr. Shepard pointed out the new and 
AL the idea that policyholders needed pro- | perplexing problems confronting invest- 
tection, he said, but he believes that | ment departments. He said the diffi- 
competition will take care that cash and | culty is not only in making new invest- 
loan values are sufficiently high, and | ments, to choose the safest and most 
LI FR Ci YM. PANY the danger is that they shali be too high, | attractive issues, to obtain the maximum 
a point which he believes has been | income compatible with safety, to give 
reached today, so that continuing policy- | proper consideration to tax features and 
7 LLINOIS holders are the ones who are not looked | marketability, but in addition develop- 
FREEPOR . | out for. ments surrounding issues previously 
Concern for Those Who Stay purchased have to be watched. Oppor- 
; tunities arise for profitable switches 
Over $1,800,000.00 paid Insurance in force “Has not the time come when more | from the bonds of one corporation to 
in claims since organization over $34,000,000.00 thought should be given to the man | another of equal or better standing. Mr 
who carries his policy through to its | Shepard said that the old maxim that a 
ultimate termination instead of all to the | good bond or stock can be bought, laid 
one who lets his policy go?’ Mr. | away and forgotten has been thoroughly 
Strong asked. “This would mean that disproved. 
e e if the legislatures really wish to protect Regardless of all the problems con- 
Make your business trip , 400 the interest of the great body of ag * fronting the home office aaa field, Mr 
a big SUCCESS... holders, which I believe they mn Shepard said the institution of life insur- 
ROOMS legislation in regard to loans shou € | ance stands today as a tower of strength 











exactly reversed, and should ong 
maximum loan and surrender values be- . P 
Each with $¢) 50|| | yond which the companies could not go. Portland-Seattle Joint Meeting 
Bath from _ “When good times come again it SEATTLE, WASH., May 19.—The 
~ . . second regional conference of the Port- 
% land and Seattle Accident & Health 





Managers Clubs was held here with 
more than 150 accident and health men 


Conse rvotion. from all sections of the northwest i 


attendance. 
At the morning session W. B. Combs, 


y (a National Life U. S. A., Portland, spoke 
Cec! * pe ION. +} | on “Blind Insurance vs. Planned Insur- 
€\L fe ance,” and R. L. Aldrich, Massachusetts 
° ; ee ae : 3onding, on “Cooperation of Agent and 

SO" i j f. | *| | Adjuster Vital to Business Production 

: | e NANFONCE 5 At the afternoon meeting F. C. Binthitt 


———S=S_ OOOOlelelel_eeee_eeeeee_eee_e_eeeee_eeee——_—_—_—_—_—_—== 
ye = 9] | Missouri State Life, Portland, spoke on 
@ ES i #94 | “Should a General Agent Finance Pre 
— ee | ae miums.” The usual evening banquet 
i closed the conference. 


| Tre Otis Hann Co. “Dynamic Short Course” | 


An Li Vi js rs ae 4 
olicy a ROBERTS HANN Pres r * In three days furnishes a working 


knowledge and specific sales plans. In 


means TS : ' S335) . : ring book binder, $4.25. 


= The Insurance R & R Service 
Bocuse Indi Pp hi aT 


The Lincoln National Life Insurance WANTED 
Company Fort Wayne. ubelaee Small well-rated Mid Western Life Insur- 


ance Company seeks experienced successful 
producer at Detroit, Michigan, to become 
Agency Organizer for that locality. Good 
opening for right party with salary, expenses 


and bonus. Inquiries will be held confidential. 
Service and Write stating age, experience and references. 
Satisla ction Address W-47, The National Underwriter, 


Chicago. 







































































